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ANALYSIS CHART _OF BOND HOLpDINGs 


a INTEREST PRESEN ITEM 
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| ge peecarnee Companies have a very obvious need for some method B moti 
of analysis which will outline the structure of their bond holdings— 
show how well they are balanced as to diversification, maturities, etc. 
We have prepared a chart based on the method we follow in making 
a complete analysis of bond holdings, which we do periodically, for many 
banks, insurance companies and institutions. 
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PUBLIC UTILITY 


The chart, partially illustrated here, is a simplified form which insurance 
companies can use themselves. The use of it will show the structure 
of a list of bond holdings—preliminary to an analysis of the 
individual securities. 
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We shall be glad to send a copy of this chart 
upon request, and without obligation. 
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Section of chart shown Moy /. , 
here is greatly reduced. Lk, Write for 


It folds compactly to size Analysis Chart BN-X6 
4 inches by 8% inches. 
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EDITORIAL SECTION 








WE NEED A STANDARD DISABILITY 
CLAUSE 
Recent Developments in Clause and Rates 


Since the George Washington first caused a com- 


Mmotion in the disability field through its announce- | 


Pment that rates then charged were quite inadequate 


Bithis occurred in late 1924), there have been many 
interesting 1925, 
B the Travelers revised its rates and clauses, and a 
imonth later the Acacia Mutual put its income clause 
into 


developments. In September, 


use. But the most interesting development 
fcame from the Aetna which coupled its reduction 
Fin non-participating rates with an increase in dis- 
ability, and then, after the rate books were printed, 
added a flat dollar per thousand extra. This made 
hits disability rates among the highest charged at 
that time, although the company has since been 
Sjoined by many others in this situation. At all 
Fevents, the action of the company brought home 
Hiorcibly the fact that disability was not on a sound 
basis and that more developments could be looked 
for in the future. These occurred rapidly. 
In January 1926, the New York Life and the 
» Mutual Life both revised clauses and rates, and 
while the Mutual Life made a decided increase the 
» New York Life did not. The experience on this 
F provision has varied markedly from company to 
}company, due to vatiations in the clause itself and 
also the liberality of its interpretation. Thus many 
F companies have made no recent change in rates 
| adopted some time since, although it is certain that 
| the experience is being watched very closely. 
The next really significant change came with the 
| increase in the rates of the United States Life be- 
cause of Henry Moir’s connection with the com- 
/ mittee of actuaries investigating disability for the 
Actuarial Society. This was (correctly) regarded 
© as being the “inside dope” although the company 
increased its rates in April of this year while the 


committee’s report was not made public until June. | 
Following the publication of this report (which 

stated that, although experience was much too | 
to be conclusive, with the adoption of “stand- | 


short 


Continued on next page. 





20 YEAR NET COSTS 
ACTUAL HISTORIES—AGE 35—ORDINARY 
LIFE, TWENTY PAY LIFE 


20 Year Endowment—Cash Values Not Deducted 
(Figures taken from Best's Illustrations) 

In the consideration of the accompanying tables, 
the following facts must be remembered: (1) that 
other considerations besides net cost influence 
policy desireability ; (2) that these tables are based 
on actual policy histories, over conditions which will 
not be repeated, and consequently may not be a fair 
test as between companies (3) no account is taken 
of the cash value, thus necessitating a separate list 
of 3% and 314% policies (4) the cost of a policy 
should always be considered together with the bene- 
fits allowed, and while similar policies are taken, 
there is no effort made to ensure that provisions are 
identical (5) that no company can make a showing 
here which has not had participating policies issued 
for at least twenty years (6) that as data is taken 
from Best’s Ilustrations, (augumented where pos- 
sible), some companies are omitted which did not 
furnish figures, due to changes in policy forms, 
methods of valuation, etc., (7) that as interest is 
not—and cannot be taken into consideration, there 
are concealed minor differences between high pre- 
mium and low premium companies. 


If a company 
makes 5% 


interest on its investments, then each 
extra dollar earns 5 cents extra per year. Over 
a twenty year period, this may account for a dollar 
or so (8) that as the list is limited to the older and 
larger companies, it comprises a group at the top, 
and a position at the bottom of the table is still 
relatively a very good one. 

Naturally the Presbyterian Ministers is not open 
to the insuring public, and data is shown for interest 
only. These tables must be taken for what they 
are—rankings by net cost only—and all of the 
above considerations should be carefully studied. 
With these kept in mind, we believe that the fol- 
lowing tables will prove of interest and value. 


Continued on next page 











Net Cost to Nearest Dollar 
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20 YEAR NET COSTS—ACTUAL HISTORIES 


AGE 35—CASH VALUE NOT DEDUCTED 
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October 1, 1924 


Net Cost to Nearest Dollar 











Reserve 20 20 Reserve 20 20 & 
No Company Basis OL. P.L. Y.E. | No. Company Basis O.L. P.L. Y.ER 
er ee ee Am. 34% $387. $533 $762 | 21 National Vt........ Am. 3% 411 570 79} 
Ye Am. 34% 466 622 863 | 22 New Eng. Mutual... Am. 34% 408 560 813 
So BOrenere <i0656.5. Am. 3% 458 620 895 23 Northern Wash.... Am. 3% 425 578 789 
4 Conn. General..... Am. 314% 414 614 796 | 24 North West. Mut.. Am. 3% 387 550 773 
5 Conn. Mutual...... Am. 3% 415 577 775 25 Northwestern Nat... Am. 34% 443 586 824 
6 Equitable, N. Y..... Am. 3% 428 570 de ee See Am. 34% 415 587 Ri 
7 Equitable, lowa.... Am. 34%% 401 542 798 27 Pacific Mutual...... Am. 3“%% 457 597 86 
eS ree | ee Am. 3%% 468 653 825 | 28 Penn Mutual....... Am. 3% 414 582 8 
9 Great West... Om. 3% 384 509 723 | 29 Philadelphia ....... Am. 34% 436 607 888 
We ‘RNSPGIA ¢dsces- << Am. 3% 457 619 858 30 Phoenix Mutual Am. 3% 423 581 7% 
ii Home. BN. Y¥..0..%. Am. 3“%% 445 594 eee: Bea Am. 34% 426 561 787 
12 Indianapolis ...... Am. 3%% 398 540 796 32 «=Presbyterian Min... Am. 3% 337 495 69% 
13 John Hancock...... Am. 34%% 433 586 845 33 Provident Mutual.. Am. 34% 408 543 787 
14 Mass. Mutual...... Am. 3% 399 557 S25 | Se Megister 3... ck se Am. 3% 393 547 768 
15 Midland Mutual.... Am. 3%% 394 558 oe | GB See Me. oo 6a. 6 oo. Am. 3% 449 606 81 
16 Minn. Mutual...... Am. 34% 440 602 851 | 36 State Mutual....... Am. 3% 412 562 817 
‘7 Missouri State..... Am. 3% 433 574 “a0 | 3f San (Canada)... Om. 3% 398 534 7. 
18 Mutual Benefit... Am. 3% 392 549 766 | 38 Union Central..... Am. 342% 398 543 77 
eS ee Am. 344% 417 555 789-39 «Union Mutual...... Am. 3% 469 640 88 
20 Mutual Trust....... Am. 3”%% 439 594 839 40 West Coast........ Am. 34% 460 613 85: 
TABLE II—RANKED BY 20 YEAR ACTUAL 
NET COST ON ORDINARY LIFE 
(AGE 35—CASH VALUE NOT DEDUCTED~— 
$1000 BASIS) 
3% RESERVE BASIS—AMERICAN 344% RESERVE BASIS—AMERICAN 
EXPERIENCE TABLE EXPERIENCE TABLE 
Net Cost— 1 Acacis aan 
a bears —* PRM era ny re bia. d wa ciy: rea Ratad arate euaeie aeons $38 
Rank Company Age 0.1. | 2 Midland Mutual... ......+:<..csscesccessccecee 304 
DB PRODUIT INOIE BENMIBOOES. 65155 cos cin ceccmacdcseeses $337 OP areata nn oa 398 
SB. Reowtawesters Biutual. x. .:0.6iseiesveciceecs cseees 387 i” VER ee oe IS ee ee ee” 3% 
S Mutual Benefit... ........ccsceecccscerscescces 392 ei 6 lose ee hn 401 
I i ncn 5S ai acny we aateeln rune wena mabe He ward wee 393 6 Provident Mutual 408 
a oe us ihn in os Gaiden ait ole 00s 399 | > New E ; a a ine lad a at Det 
id IE a lecie hc civ dae seoe se tw Gerke nee ewes 411 ‘. ew -ngland Mutual... .. 0... esse e cess ee eee 408 
ee SS aetna eae 412 eS eM of. rk a Secs t0k 5. Sonu iw a Cea sineud Mies even 4}4 
er a ears a cot Ge ba Sve eigen so a mele aw ot oi 414 ; 9 Oregon re 415 
We Oa EE rer en eee RR gS ES res Se eon ee ee eee ce ae 417 
oe i See Serr eee ROU MRR CANN ah aor v. cid ee aga ieieod oracle: Penn ehiore eH i 42 
1h. Northern Wash... .....ccscseescccecccvcesecees Wee Per I MMONONE 2 Sub cso ace ace ebiv bles BEa a bus 433 
12 Equitable, N. Y....... 0. see cece eee eee e eee ees = a as Soc N be gy dadeny «san GUids deus cove 43 
A - ea Rea aces oaes see een Meee eee mene a i. a ern ME ets hats iva 439 
“ nate * Bees 22a edane de ryeeremratsisyetemeses ree coe SP ee MME INONNN Fic chk oo:5-< washed ewiraye ss eees 14 
) og re rer ht en ean ere ere 457 at Mastiaeteke ~ ap PER 143 
SS PRES ES Be ee RE ae see ie (bey ee cay 458 6 Nort iwestern PE oo vices Valea Ge eked nee y 
re ye UNE INI ors cerca: & ec De ciclan wib os aeteed ome as 469 17 Home, NN, Wins cevccsneeccesecsevacseeserveees 443 
OC a” RE ee er ee ee 45) 
3% RESERVE BASIS—CANADIAN OM fe NI sk coe Pine tel ed canne 40 
(5) TABLE | ae ME 8 He, ate aeons Nondd tile cer aed wloaane 4ot 
RARE MII. xicic'ec's cen eustyrericncaks amhinetae) $384 | 21 Federal ........ 0.00. eee e eee ee ener eee ees 468 
ee SUN RMN COMMON og 0 oo 35 ore Xe wine ps haves een 62 398 | Continued on page 86 
DISABILITY CLAUSE gust added the Union Central and the Western 
Continued from page 83 States to the list. “hese appear to comprise most 
ard” clauses provisional rates could be recom- | of the changes to be expected from the report as 
mended) developments have come rapidly. The September has proved very quiet. The American 


Minnesota Mutual announced new rates the same 
month, and in July was followed by the National 
Life of the U. S. A., the Northwestern National, 
the Pacific Mutual and the Prudential, while Au- 


Life Convention has decided not to investigate the 
Pan) 


subject at the present so no further group invest 


gations will be made for some time. 


Continued on page 86 
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TAX-EXEMPT 


Southern Municipal Bonds 


Affording yields ranging from 4.30% to 6%, our current list of 
carefully selected Southern Municipal Bonds offers suggestions 
for the safe investment of funds of Insurance Companies. 


As direct obligations of long-established and prosperous American 
communities, possessing unquestioned credit, many of these 
Southern Municipal issues rank today with the most desirable of 
tax-exempt securities. 

The great future growth of the United States lies in the South. 
Already the tremendous development trend in this important 
section of the country is apparent. 

The higher yields now obtainable from Southern Municipal 
Bonds will fast recede as the turnover of capital now being in- 
vested in the South makes for increasing wealth in the form of 
taxable property. 


Send for our current list of offerings, which 
includes more than 25 separate issues. 


Caldwell & Company 


INVESTMENT SECURITIES 


+. . 

330 Union Street Nashville, Tenn. 
Chicago Detroit Cincinnati Kansas City St. Louis Louisville 
Chattanooga Memphis Knoxville Columbia New Orleans Birmingham 

Jackson Tampa Jacksonville Dallas 


Rogers Caldwell & Company, Inc., New York 
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TABLE ITI—RANKED BY 20 YEAR ACTUAL 
NET COST ON 20 P. L. 


(Age 35—$1000 CASH VALUE NOT DEDUCTED) 
3% RESERVE BASIS—AMERICAN 344% RESERVE BASIS—AMERICAN 


EXPERIENCE TABLE EXPERIENCE TABLE 
Net Cost 
Age 35 : : 

Rank Company a FP. i. Indianapolis 

SUMO MURCtAM DMIMINUETS so o.0 5c ois civ essduscecisens $495 3 Equitable (lowa) 
Register : Provident Mutual 
Mutual Benefit Uni Cantcsl 
Northwestern 55 ce Pape 
Mass. Mutual 57 | RCL ERE. 3 OER Geena Ae eee 
State Mutual.. : 7 Midland Mutual 
heme (Vt). J New England Mutual 
Nationa Bi ea Gare eras tina canta te a Seals owrstek . 
Missouri State 5 Pilot 
Conn. Mutual 5 John 
RS EE per) er ere ee 5 Northwestern 
Phoenix Mutual Oregon 
RN NI aie o a 9a a5 Basics caine oars, siaelninia(s Slats : Home (N. Y.) 
State Life . e 2 epocecccceeereseeesesesnessecesscees 
Guardian Mutual Trust 
Berkshire 5 Pacific 


SPIE EIN gg os isdevinrs ae vin ae he ad via eo ale wae 


NAW PWNKOODNAUSWNH 


es se ee) 


Minnesota 
Philadelphia 
3% RESERVE BASIS—OM (5) CANADIAN West Coast 
UR. UR aasis Sa 2c ahiswlots ohann pielremiel biarenne eine ee 
‘ Seen $5 Baltimore 


2 Sun Life (Canada) x 21 +Federal 


TABLE IV—RANKED BY ACTUAL 20 YEAR 
NET COST ON 20 YEAR ENDOWMENT 


(Age 33—CASH VALUE NOT DEDUCTED— 
$1000 BASIS) 


3% RESERVE BASIS—AMERICAN 3%4% RESERVE BASIS—AMERICAN 


EXPERIENCE TABLE EXPERIENCE TABLE 


Acacia 
Rank Company : i ee” Union 
1 Presbyterian Ministers 3 | 3 Pilot 
Mutual Benefit 


PMO. TEIN fou. cicie'cik bos odio.g exiriee ec ecloeukn 
Register 


i oor Gd 2 SE Ee ee ee eet ree Yr 789 
Equitable (N. Y.)......-.e eee ee eee e eee e cece ees eR Bo 795 
Missouri State | oS Re ie ee ame are” One Meee 796 
Conn. Mutual : COR 

Northwestern Mutual 5 | ndianapous 

OR a er ne pee en eee Equitable (Iowa) 

RINE 5.6 noe 0k aos hs atew elu sie aia Gwe wee New England Mutual 


Phoenix Mutual Northwestern National 
Penn Mutual Federal 


State 2 ee 
State Mutual Mutual Trust 
Mass. Mutual S 4 John Hancock 
Guardian : IE SI aad, Raiser are hecdin io oneal wa ieee oR 
Union Mutual Minnesota Mutual 
Berkshire West Coast 
3% RESERVE BASIS—OM (5) CANADIAN Oregon 
Pacific Mutual 
T 4 y 3altimore 
1 Great West a : 
2 fox ‘Candies Philadelphia 


mnt why 


- 


ph beh eh fe ph fee ph 
NAMUPWNKOOCON 





DISABILITY CLAUSE | Not only in the actual rates charged (for about the 

Continued from page 84 | same benefit) but also in the distribution of ex- 

It is interesting in referring to the following | pense as between high and low ages, there is no 
tables (which list companies having new rates in | similarity. This can mean but one thing—that the 


the time order of their adoption) to see the great | experience on this clause is varying markedly from 
variation which still exists as between companies. Continued on page 88 
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NATIONA 
MORTGAGE BONDS 


Cho Insurance Angles / 


JNSURANCE has had a part in mak- 
ing these bonds Nationally known 
as a safe, profitable investment. 


Every mortgage is irrevocably insured by 
one of the following surety companies: 


United States Fidelity & Guaranty Co., 
Fidelity & Deposit Co., 
Maryland Casualty Co., 


Baltimore 


National Surety Co., New York 


JNSURANCE companies have profited 
in the sound security thus created by 
investing surplus funds in National 
Union Bonds, which are secured by first 
mortgage loans on improved Real Estate. 
Safety, convenience and a satisfactory 
faclathgoMe-Oa-Midsbact-Melticle-telebtst-aea-t- Calta te 


( Write for this Booklet 
Why a National Union for Safet yo 


NOVO) Vin CLT (0). Wmas(8)°4007-\C] an & 


BALTIMORE, :--MARYLAND 


MACKUBIN, GOODRICH & Co. 


BALTIMORE, MARYLAND 
FISCAL AGENTS 
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LIFE INSURANCE SALES 


The amount of ordinary life insurance sold in the United 
States during the month of August is practically identical 
with that sold in August 1925 when the sales were 27% 
ahead of the previous August, according to a report just 
published by the Life Insurance Sales Research Bureau 
of Hartford, Connecticut. The report includes the 
sales of new paid-for ordinary insurance as reported by 
eighty-one companies having in force 88% of the total life 
insurance outstanding in the United States legal reserve 
companies. 

The largest sectional gains are in the West South Central 
and East North Central states, with increases of 6% and 
3% respectively. The records for individual states show 
the greatest gains in Delaware and Vermont. 

In the first eight months of the year sales are 4% higher 
than in the corresponding period of last year, all sections 
sharing in the general gain. The year-to-date increases 
range from 2% in the Middle Atlantic states to 8% in the 
South Atlantic states. 


NEW ENGLAND 
Northern New England shows the best gain for August; 
Vermont with a 40% increase; New Hampshire, 20%; and 
Maine with 9%. New Hampshire leads in the year-to-date 
gain, or 14%. The section shows a 7% gain for the twelve 
months ended August 31, 1926 over the preceding twelve 
months. 
MIDDLE ATLANTIC 
Sales in the Middle Atlantic section are 4% less than in 
August 1925. This section is comprised of New York, 
New Jersey and Pennsylvania, each state showing a de- 
crease in sales from August of last year. These states 
show a 2% gain for the first eight months over the same 
months of 1925, New Jersey leading with 12% increase. 
EAST NORTH CENTRAL 
Ohio leads this section with an 8% 
gain being 3%. All states in the 
the year to date. The increases 
consin to 8% in Michigan. 
WEST NORTH CENTRAL 

The largest gain in this section for the month is 28% in 
Nebraska. The average gain for the year to date is 4%. 
Sales in the first eight months of the year are 6% ahead 
of sales in the first eight months of 1925 in Minnesota, 
lowa, North Dakota, Nebraska and Kansas. 


SOUTH ATLANTIC 

The best increase in all the states is 45% in Delaware. 
Sales in Florida continue to increase, and during the month 

f August aggregated $8,932,000 as compared to $6,766,000 
in August 1925, a 32% gain. The South Atlantic section 
shows an average gain of 8% for the first eight months 
of the year, leading all the other sections of the country. 
Florida shows a gain of 44% for the first eight months. 

EAST SOUTH CENTRAL 

Kentucky, Tennessee, Alabama and Mississippi comprise 
this section. Tennessee leads with a 4% gain. The aver- 
age gain for the section for the year to date is 3%. 


WEST SOUTH CENTRAL 

This section shows an average gain of 6% for August, 
the largest increase in any of the nine geographical sec- 
tions. Improved conditions are reflected in all the states 
in this section except in Arkansas. Oklahoma leads both 
the monthly and the year-to-date gains. 

MOUNTAIN 

Wyoming leads this section for the month, 
24% increase. Idaho continues to lead in the year-to-date 
gain. Sales in the section decreased 4% from sales in 
August of last year, but show an increase of 5% for the 
first eight months of the year. 

PACIFIC 

Sales in the Pacific statés are practically ideritical with 
sales in August of last year.. The gains in the section as 
a whole average 4% for the first eight months of the year, 
and 8% for the twelve months ended August 31, 1926 over 
the preceding twelve months. 


increase, the average 
section show gains for 
range from 3% in Wis- 
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NEW PAID-FOR LIFE INSURANCE— 
45 UNITED STATES COMPANIES 


(Exclusive of Revivals, Increases, Dividend Additions) 
(Association of Life Insurance Presidents) 
1925 
Over 
Month 1924 1925 1926 1924 
ORDINARY INSURANCE 
$497,082,000  $523.654,000 $560,289,000 
491,125,000 548,529,000 597,429,000 
March 618,612,000 654,771,000 
April 566,037,000 638,206,000 
May 586,470,000 698,706,000 
June 559,867,000 638,195,000 
July 528,048,000 638,833,000 
August 472,570,000 607,621,000 


January 
February 


704, "2. 000 
658,562,000 
595,929,000 
$4,319,811,000 $4,948,515,000 $5,219,120,000 
INDUSTRIAL INSURANCE 

$179, 656,000 $147,441,000  $227,.158,000 
177,666,000 174,782,000 
193,604,000 230,208,000 
196,895,000 rg 504,000 
217,735,000 5,207, 000 
198,115,000 
182,991,000 
181,048,000 


January 

February 
March 156,792,000 
April 158,557,000 
May 173,629,000 
June 154,495,000 
July 135,015,000 
August 141,525,000 


194.3 5,000 
199,076,000 


»245,431,000 = $1,495,493,000  $1,678,500,000 
, GROUP INSURANCE 

$19,082,000 $68,957,000 $56,280,000 

15,411,000 36,606,000 83,088,000 
March 35,034,000 40,797,000 72,368,000 
April 44,217,000 66,415,000 80,663,000 
May 34,986,000 39,041,000 56,458,000 
June 21,490,000 7,565,000 69,282,000 
July 31,338,006 54,947,000 78,125,000 
August 1,885,000 55,632,000 


February 


$224,489,000  $481.303,000 $551.806,000 


TOTAL INSURANCE 
January $695,820,000 $740,.052,.000 
February 650,298,000 762,801,000 
March 810,438,000 880,172,000 
April 768,811,000 901,516,000 
May 795,085,000 955,482,000 
June 735,852,000 SS3,.873,000 
July 694,401,000 876,771,000 
August 637,026,000 915,554,000 


$5,787,731,000 $6,925,311,000 $7,449,576,000 


T2700 
299,000 
971,463,000 
993,974,000 
976,449,000 
931,002,000 
850,637,000 


DISABILITY CLAUSE 


Continued from page 86 


company to company. Some reasons are 


apparent. Differences in clauses, in locality, in 
selection and in interpretation, would all affect the 
rate. But it would still seem that rates vary far too 
much, and will continue to do so as long as it re 
mains an individual company affair. 

There is a decided need for a standardized clause 
—alike for all companies—so that present expeti- 
ence will not be wasted. Present disability pro- 
visions are like people’s thumb prints—all roughly 
similar, but no two exactly alike. Nearly every 
company gets out a waiver of premium benefit, and 
a ditto with a one per cent monthly income. but 
here the similarity stops. Some carry the benefit 


Continued on page 90 
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"No? 
TIMELINESS 


Makes for Effectiveness 
in Insurance Blotters 


will buy educational insurance when John Jr. arrives, not when John Jr. is ready for college. Dick 

Brown wants to protect his mortgage when he takes it out, not when the last payment is made. 
Tom Jones should buy a retirement income policy now, not when he reaches 65 - = Blotters can and will 
sell insurance to these prospects if they are sent at the right time. Effective blotters are always timely 
blotters/= Study the daily news — keep up with local happenings and when a prospective opening occurs 
send a timely blotter and follow it up with a call. Quality blotters followed by intelligent salesmen have 
sold volumes of insurance for others. They can sell volumes for you. 


G OOD: SALESMEN are timely salesmen---and good blotters are good salesmen in print! -John Smith 


anaes 
We are manufacturers of blotting papers which are sold to printers. 


Fill in the coupon, look over the samples, select the stock that fills 
your need and call in a good printer. Ask him to help you prepare 


Tue Atoemance Parex Mee. Co., 
Ricumonn, Viecimia, U.S. A 
YES--Send samples of Albemarle Blotrings for Timely Insurance Blotters 
a series of timely blotters, using Albemarle Blottings. 7 
| Name 
Address 


} 
| 

THE ALBEMARLE PAPER MFG. COMPANY | Guiana 
l 


check here if you would like to receive our booklet: “Blotter 


Good Blottings for Insurance Blotters 
RICHMOND, VIRGINIA, U. S. A. 


expensive habit or selling investment?” 





This is the second of a series of Messages on 


BUILDING BLOTTERS 
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This Salesman Secures An 
Interview When All 
Other Means Fail 


The Calendar Bank sells life insurance to thousands 
of people who believed they could not afford to carry 


any or to increase the present amount. 


The Calendar Bank requires a dime a day, a quarter 
a month and a nickel four times a month to keep it 
up to date. This encourages and makes necessary 
the small daily saving which will assure the payment 
of the premium, never failing to tell the policyholder 
if he is in arrears. 


Endorsed and used with remarkable success by many 


large companies, agency managers and agents, 


The most inexpensive and succesful aid to the un- 
derwriter, 


Write us for details 


Spear-Rosefelt Calendar Bank Co., Inc. 
123[{Grand Avenue 


Milwaukee, Wisconsin 
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Blackburn Retires ditt 
The meeting of this organization was held in De the 
troit, Michigan, at the Book-Cadillac Hotel, qm "°° 
Wednesday, Thursday and Friday, September firg— YW"! 
second, and third. the 
This year’s convention was unusual in that iB “! 
marked the retirement of Thomas W. Blackbumn the 
as secretary and counsel. Mr. Blackburn has 4. \ 
ways been connected with the Convention since sta’ 
the very first, when he was one of the primp [€8 
movers in its foundation. Mr. Blackburn wil P*' 
back up his successor, Claris Adams, a young ag S¢! 
torney of Indianapolis, in an advisory capacity fo pul 
his long experience in handling the affairs of thf UP 
Convention has made his services invaluable. 1% 
The meeting also elected Herbert M. Woolen for is 
its next president to succeed H. B. Arnold, ani aitt 
chose Dallas, Texas, as the place for the next arff °" 
nual meeting. = 
The committee on disability also made its re-f§ tc 
port, to the effect that a further investigation s _ 
soon following that of the Actuarial Society was ur 
not justified at this time. = 
This year’s gathering—the twenty-first annulff 'N 
meeting—was the most successful on record wit! ii 
a register of over 100 companies, and the various P 
addresses brought forth many interesting and valu = 
able ideas. : 
May the coming vear prove even more hospitabl 
in fostering the work of this valuable organizatior 4 
DISABILITY CLAUSE—Continued tT 
to age 60, some 65; some limit it to the premium se 
paying period, others to the life of the contract " 
some regard 90 days disablement as being “pet ~ 
manent,” others 60 days, still others 30 days an y 
some one day; some begin payments after th N 
necessary period has expired, some pay up the back 
benefits to the date of disability; some pay an in- 
creasing disability income, some decreasing, most 
a flat rate; the flat rate may be 1%, 144%, or 2%: 
some regard “total” disability as inability to follow 
P 





any gainful occupation (just think of the thousand 
and one ways in which this can be interpreted), 






others “his own” occupation; some suspend _ the 





clause with double indemnity, some do not; some 





have a million and one minor exceptions (such a 





military or naval service, aeroplane flying, etc.), 
some have almost none; and finally, some charge 
high rates, others medium rates, and still others 
low rates. The only similarity between them is 
that they are all different. And in addition to these 
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ditterences there must be varying rules governing 
the medical selection and eligibility of applicants, 
not to mention the various state laws and judges 
which take a hand in the matter when it comes into 
the courts. It is no wonder that the Actuarial So- 
ciety found it tough going, and not surprising that 
there should be such marked differences of opinion. 

With a little-cooperation we may get a few 
standard clauses which will in turn smoothe out 
legal decisions, and with the smoothing out of ex- 
perience, rates may be left to take care of them- 
selves. no advantage to the 
in the present hashed 


There is certainly 
public or to the companies 
up state of the business. 


1% Monthly Income and Waiver of Premium Disability 
Extra Premium on Ordinary Life 

(No attempt has been made in these tables to 
differences caused by variations in the clause itself). 
Company Age 25 30 35 40 45 50 
$2.28 $2.75 
3.00 
2.60 
3.43 
3.90 
2.61 
3.38 
2.92 
3.63 
3.20 
3.11 
2.30 2.70 
3.68 4.10 
2¥5 3.48 


equalize the 


Washington 
Travelers 


Geo. $3.38 
3.68 
3.10 
4.21 
4.41 
3.08 
3.79 
3.42 
4,22 
3.84 


3.72 


$4.20 
4.63 
3.72 
5.22 
5.09 
3.63 
4.38 
4.09 
5.03 


Mutual (N. 

United States 
Minn. Mutual 

*Nat. U. S. A. 
*Northwestern Nat'l 
¢Pacific Mut. (Par) 


3.26 
2.75 
2.18 
Prudential 1.08 
Union Central 3. 
Western States (E 8 

*Endowment at 85. 


+ Annuity rate of $15 per thousand. 


Extra Premium on 20 Payment Life 


Company Age 25 30 35 40 


Geo. Washington $2.49 
Travelers 


$2.66 $2.90 
38.18 3.50 
2.80 2.96 
3.00 ¢ 


$3.20 
3.00 
3.10 
4.44 
4.25 
3.08 
3.71 
3.33 
3.76 4.08 
3 3.72 
3.38 3.53 
2.84 
3.83 


3.37 


Mutual 
United States 2 
Minn. Mutual 3.4 
*Nat. U. 8. A. 2.68 3.08 
3 
5 


4.18 4.% 


Northwestern Nat'l 
Pacific Mutual (Par) 
(Non Par) 
Prudential 
Union Central 
Western States 
+ Annuity of $15 per thousand. 


Extra Premium on 20 Year Endowment 
Company 25 «30 35 40 45 


Geo $1.19 
1.50 


Washington $ .95 
1.19 


$1.59 
2.00 


$2.30 
2.90 


$3.68 
Travelers 4.70 
Acacia ves 
4.84 
5.20 
3.33 
4.00 
4.19 
§.15 
4.97 
4.81 
3.48 
4.49 
3.36 


4.40 
4.39 
2.48 
3.10 
3.43 
4.22 
3.99 
3.89 
2.20 3.08 
3.33 3.92 
1.70 =2.35 


3.46 
3.38 
1.84 
2.67 
2.61 
3.17 
2.67 
2.91 


2.42 
2.46 
1.28 
2.19 
1.86 


Actna 

Mutual 

United States 

Minn. Mutual 

nat. BoB Be 

Northwestern Nat'l 2.21 

7Pacifie Mutual (Par) 1.53 

(N. us. Jae 
1.40 


on: 
eB 
Oe 


tot 


2 


Prudential 
Union Central 2.79 
Western States 1.12 
+ Annuity of $15 per thousand. 





INTERNATIONAL CONVENTION OF LIFE 
UNDERWRITERS 

The third International Convention of Life Un- 
derwriters was held in Atlantic City on September 
15th, 16th, and 17th. The meeting was attended by 
many men of prominence, and the addresses were 
so generally able and interesting that we reproduce 
as many in this periodical as space will allow. 


RAISING THE STANDARD OF LIFE THROUGH 
LIFE INSURANCE 


Life Insurance Through Its Creative Force Permits the 
Acquisition and Maintenance of Greater Material Sub- 
stance and Attainment of Greater Mental Enjoy- 
ments, Thus Raising Society Beyond the 
Plane That Would Otherwise be Reached 
By S. S. Huebner, Professor of Insurance, Wharton School of 
Finance and Commerce, University of Pennsylvania 
The Creative Force of Life Insurance, Materially and Culturally, 
to the Insured Himself 
Raising the standard of life is the ideal of advancing civiliza- 
tion. The expression “standard of living,’’ however, must not be 
interpreted narrowly as a purely materialistic concept. It should 
represent a proper blending of the material with the mental, of 
the physical with the cultural. The two are complementary and 
both are necessary to happy, healthy and worth-while living, as 
contrasted with mere material existence. There is a world of 
difference between the making of a mere physical living and the 
living of a life in its higher sense. Increased power to acquire 
for one’s self and dependents a larger and more diversified enjoy- 
ment of material comforts for the time being (i. e., in the pres- 
ent) is important of course. But equally vital is serenity and 
happiness of mind. and a growing consciousness of our future 
pecuniary independence, of the scientific organization and man- 
agement of our life value forces with a view to future permanence, 
of the ultimate accomplishment of our economic programs ac- 
cording to our respective abilities, and of the sure and adequate 
fulfillment of our economic, cultural and spiritual obligations to 

those dependent upon us and for whom we work and live. 

Regarding the raising of both th material and cultural stand- 
ards of life, Life Insurance should be viewed as a great creative 
foree. As a single institution it has no peer, save only the home 
and our educational system, in its creative power for construc- 
tive good in the interest of efficient and happy living. It is there- 
fore regrettable that we—its friends—have for so many years 
been in the habit of emphasizing Life Insurance as a most in- 
tangible and altruistic service, and one intended almost altogether 
for the protection of widows and orphans. 

This mental attitude is all wrong. Unless it is changed, we need 
feel no surprise if the average layman continues to regard Life 
Insurance as a more or less vague and negative proposition—one 
that is connected only remotely, if at all, with his personal ad- 
vancement and happiness. Life Insurance is not intangible and 
vague. On the contrary it is a very definite proposition, the 
very purpose of which is to render tangible and definite the in- 
tangible and indefinite elements of life. It is not altruistic in 
the sense that its purchase should invite special commendation as 
compared with the purchase of other economic products. In- 
stead, its purchase is just plain common sense from a business 
standpoint, and just plain decency and justice when a dependent 
family is at stake,—an ethical duty of the husband, a wife's right, 
and a child’s claim. Nor should our view of Life Insurance pro- 
tection be limited to protection of widows and orphans only, al- 
though that mission of Life Insurance is all-important. The con- 
cept is much broader in that it should also be extended to the 
insured—premium payer—himself. In other words, a more bal- 
anced emphasis is required. Ninety-eight per cent of human 
adults are made wrong financially and are little better than 
financial weaklings. They need to be protected through the 
Life Insurance method against their own failings with respect to 
saving, investment, and the orderly and wise arrangement of their 
monetary affairs. The protective influence of Life Insurance ex- 
tends beyond wife and children. It applies to the insured himself, 

Continued on next page 
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First Mortgage Loans and Bonds 


On Business and Residential Properties in Detroit 


Guaranteed as to Principal and Interest 
Correspondence and Inquiries Solicited 


GUARANTY TRUST COMPANY OF DETROIT 
GUARANTY TRUST BUILDING 
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NATIONAL CONVENTION OF INSURANCE 
COMMISSIONERS 

The fifty-seventh annual session of the Commis- 

sioners Convention will be held at the Biltmore 

Hotel, Los Angeles on November 15, 16, 17, 18 

and 19th. 











THE ACTUARIAL SOCIETY OF AMERICA 


The semi-annual meeting of the society will be 





held on Thursday and Friday the 28th and 29th oi 


October, in Washington, D. C. 





RAISING THE STANDARD OF LIFE—Continuea 


enabling him to live more fully, materially and culturally, both 
before as well as following retirement from active work. 

Man loves to deal in tangible things that promise a definite 
economic result for himself. In his economic purchases he is al- 
most always actuated by the sense of persona] gain. He is, in 
other words, commendably selfish, and that is not at all a bad 
thing, judging from the tremendous economic headway of this 
nation that is directly attributable to private initiative prompted 
by anticipated personal profit. With that thought in mind, should 
emphasis upon the intangible and purely unselfish nature of Life 
Insurance remain so largely our principal avenue of approach to 
the premium-paying public? Nearly all of our Life 
education seems to be imbued with this saintly view. Much of 
our educational effort therefore fails to appeal to man as he 
is constituted and remains suspended in the region of the clouds. 
In other branches of applied economic learning the emphasis is 
upon the tangible aspects and the personal return derived from 
commendable private initiative. 

Why should we not make our Life Insurance education con- 
form to a similar standard since the subject-matter involved is 
equally tangible and equally gainful to the purchaser? Should 
it not be our purpose to make the purchaser of Life Insurance 
see from the standpoint of saving, investment, maintenance and 
enhancement of credit, protection against business interruption, 
protection against depreciation of estates already accumulated, 
orderly arrangement of life’s financial program, and freedom of 
mind for greater initiative—that Life Insurance in the last anal- 
ysis is a very commendably selfish service that is well worth the 
premiums paid, that it is highly creative and productive to the 
insured himself both materially and culturally, and that it is 
just as dynamically utilitarian for self-advancement and personal 
gain as any other economic-action? Should we not bring home 
to the public the thought that Life Insurance always involves two 
beneficiaries, namely, those who are designated to benefit in the 
event of the premium-payer’s death, and also, and this is highly 
important, the premium-payer himself while he 


Insurance 


is living? 


Promotion of Man’s Material Desires 

Society is a collection of family units, and the general standard 
of living for the community as a whole is raised only as we raise 
the standard of life within each home. Life Insurance recog- 
nizes the human life factor in the economic and cultural life of 
the individual family and via that road in the life of Society en 
masse. It represents an individual account which, although bene- 
fiting Society as a whole by improving the lot of its component 
units, you and I operate specifically for the benefit of ourselves 





personally and the dependent members of our own 


household 
Through its creative force it ministers to our commendable desires 
for the acquisition and maintenance of greater material substance 
and the attainment of greater mental enjoyments, thus raising us 


beyond the plane that would otherwise be reached. Specifically, 
Life Insurance can further our desires along at least ten laudable 
lines, of which five may be classed conveniently as physica] in 
character and the other five as mental. Assuming the will to 
work and adequate vocational preparation for decency in current 
earning capacity desires are, to the thinking person, 
the lights that illuminate the path that leads to a higher stand 
ard of living. In their observance they serve in our economic and 
cultural life the purpose of a decalogue. Briefly stated, they «are 


these ten 


Accumulation of Material Wealth 

IiXvery person with a spark of ambition desires to accumulate a 
personal estate of decent proportions. In the fulfillment of this 
desire, Life Insurance serves the individual creatively in four 
main ways, namely, by fostering thrift, by increasing and main- 
taining credit, by effecting a more judicious distribution of cur- 
rent expenditures, and by promoting personal earning capacity 

Thrift may be defined as sacrifice over a period of time with 
respect to our current expenditures. It is a characteristic which 
ninety-eight per cent of adults find difficult to make an integral 
part of their daily financial life, 
live in the present with its boundless opportunities for expend- 
iture. In fact, the adage that it is harder to keep than to make 
is only too true. Only one out of every ten adults, we are told, 
by the Devney figures, manages to have an estate at the retire- 
ment age of sixty-five, which, at 6 per cent interest, will yield 
a monthly income of even fifty dollars, while about three out of 
every four end their working career without any estate at all that 
is worthy of the name. 

The savings account in Life Insurance is too well understood 
to require elaboration at this time. If thrift among our popula- 
tion is a good thing to elevate the general social standard, then 
Life Insurance is certainly good to practice because it is the 
embodiment of thrift. Its very purpose is to enable man to 
organize his savings effort over a long period of time—the whole 
of the working period of life if desired—and on a most conven- 
ient and easy installment basis. Moreover, by judiciously uniting 
our saving program with our family protection, Life Insurance 
instills within the thoughtful person, as no other method can, 
the spirit of stick-to-itiveness in his savings resolution. I know 
of no other savings method which enables us more easily «nd 
more semi-unconsciously, and therefore without adverse results 
to our current financial needs, to accumulate the little odds and 


since they are so inclined to 


Continued on page 94 
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CARRYING aes LIFE INSURANCE MESSAGE TO 
HE TOWN MAN 


Employ Time and Intelligence in the Selection of Pros- 
pects—Secure Prospect’s Point of View Before Trying 
to Sell Him Anything—Use a Prepared Presenta- 
tion of the Proposition—Hold One Reason 
in Reserve for Closing 
General 


By William H. Beers, Agent at Rochester, N. Y., for 


the Mutual Benefit Life Insurance Company 


My subject is carrying the Life Insurance message to the town 
man. This, as I understand it, refers to the man who lives in a 
town with a population of from one hundred thousand to a half 
million rather than to the man who lives in New York, Chicago 
or some other great center. To my mind, men are the same every- 
where but there is a great difference in the method of getting in 
touch with different men. Men who live in country districts or 
small towns are, as a rule, of much easier access than men who 
live in larger centers. The man who lives in a large center has 
to guard himself against interruptions and has to put up a 
strong barrier so the man who lives in a town of from one hun- 
dred thousand to five hundred thousand is to my mind much 
easier of access than the man who lives in the big center. In 
the fifteen minutes which are allotted me I want to touch briefly 
on four points which seem to me to be important. It would be 
easy to spend a half-hour or more on each of the points so you 
ean realize that I am only touching a few of the high spots. I 
will give these points as definite suggestions. 

Ist. USE TIME AND INTELLIGENCE IN THE 

PROSPECTS 

believe that in approaching the town man it is necessary to 
use a ruthless elimination of undesirable prospects. In my per- 
sonal work I try to have my prospects qualify in three ways. 
He must have a need which usually involves a family with chil- 
dren. He must have a margin on his income—that is he must 
have a surplus to invest, and he must be ambitious to do things 
differently than the average man. The man who is completely 
satisfied with himself and his plan is a hard man for me to do 
business with. Then, again, I think it is wise to eliminate the 
type of people whom you cannot sell. You Know there are certain 
types which appeal to one more than others and I think it is wise 
for one to find out which type he can best handle. 

In the selection of prospects I believe you should use your head 
which involves taking time to think out your proposition. Per- 
sonally, I like to spend at Jeast an hour a day in going over the 
names of prospects and thinking of various people and of rea- 
sons Why they should be interested in insurance. I like to get 
at the office at eight in the morning and spend the best part 
of an hour's time at this work while my mind is fresh. I believe 
that this is one of the most important features of our work and 

should give it careful thought and attention. 

Another way of securing prospects is to use your feet. That 

to get out among your clients and friends and talk to people. 

ume after name will be suggested to you in this way. The 
est way to do is to have a list of names and then to ask 
ople for information in regard to these names. A man may 
| be able to give you the name of a prospect but he will usually 
wer any questions which you may ask about a specific person 
and you can decide yourself as to whether or not he is a prospect. 

id. GET THE PROSPECT’S POINT OF VIEW. 

u every presentation which I make, my first effort is to get 
the man to talk to me and to give me his point of view on life and 
business. I try especially to get his plan for building up a 
Worthwhile estate. To find out whether or not he needs to use 
a large amount of capital in his business and to find out what he 
is really seeking in life. To my mind the average man is tired 
of having a salesman give him advice. If, on the other hand, 
you find out what his plan is and then can give him a _ better 
wy of accomplishing his desires he is bound to be interested, and 
it has been my experience that as soon as a man has told me of 
his plan a number of weaknesses are at once apparent which 
ean be remedied by carrying Life Insurance in some form. You 
sec, this makes a scientific presentation because as you present 
your ideas you are adapting them to his needs and thereby giving 
them a double power. Let me illustrate this point if I may. 

One of my associates recently introduced me to a stranger who 
apparently knew me although I did not know him. He said, “I 
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CARRYING THE LIFE INSURANCE MESSAGE TO 
THE COUNTRY MAN 


The Approach to the Farmer Must Be in Language Easily 
Understood—Replacement of Life Values Is the Prime 
Tool in the Salesman’s Kit—Unselfish Service 
Plays a Most Important Part Among 
Rural People 


By Ralph A. Trubey, Manager for the Guardian Life Insur- 
ance Company at Fargo, North Dakota 


Life Insurance has a message which rings just as true as that 
coming from our pulpits the beginning of each week. A message 
of protection for loved ones is essentially a spiritual one for self 
is forgotten and the care and welfare of others is accentuated. 

As a premise to any thought of the Life Insurance message 
among the workers of the soil you must place understandable 
language. The farmer will hear no message that is above his 
shoulders nor countenance any interview by a salesman who can- 
not meet him on his own plane. He who would desire to seek 
rural business must know the rural mind, speak his language and 
converse with the tiller of the soil about his own peculiar prob- 
lems. Farmers cre by reason of their seeming isolation always 
pleased to see you if you present your business in a friendly way 
and know something ‘of their intimate affairs. No person in the 
world enjoys getting the other fellow’s viewpoint about his own 
particular business as does the American farmer. He may not 
agree with our ideas of crops, prices and control of plant dis- 
eases, but he likes to get your reaction and this approach serves 
to break down any barrier that may have been raised and gives 
you the necessary entree to present your message of Life Insur- 
ance. This I term the intelligent approach among rural men. 

Do we always make a farmer think in terms of replacement 
values when pointing out the blessings of Life Insurance as we 
do the town or city man? The farmer kriows what replacement 
costs are as they relate to his live stock or the physical property 
on his farm. Don’t you believe the real rural message of Life In- 
surance should have as its central theme what loss would be sus- 
tained if the farmer himself, the key man, were suddenly taken 
from the helm? Just what outlay would be occasioned to hire 
a man this year and next year and so on indefinitely to fill his 
shoes if he surrendered his leadership on the farm to one who 
would earn a wage that must be paid by his widow when he 
turned over the reins? Ah yes, the real rural message constitutes 
a frank discussion of just what his replacement value is. If the 
current wage is $75 per month or $900 per year and board and 
room, won't you be able to show the farmer that his life, although 
infinitesimally greater than any material sum, is at least worth 
in dollars and cents $15,000 invested at 6 per cent to his family. 
Human values or life values through replacement carry the ring- 
ing message of continuation of the farmer himself in any insur- 
ance salesmanship and should be placed first in our salesman’s 
kit of tools. 

The second step in carrying our message to the rural folks is 
2 thorough knowledge of the business in which we are engaged. 
Contrary to the opinion commonly held, the man at the plow 
knows far more about Life Insurance than we ordinarily cerdit 
him with understanding. Add to this his natural suspicion of 
unyone trying to sell him any commodity or service and you 
readily see that it is only a Life Insurance man who has intellect 
and knowledge that can appeal to the farmer's better 
An understanding of the fundamentals of the business, analysis 
of policy contracts as their particular forms and wording fit the 
prospect’s case are necessary when rural business is solicited. 
Again the suspicious tendencies of the farmer, more than any 
other class, brands the agent as a nuisance and a hypocrite who 
brazenly tears down the Life Insurance of another company. No 
one resents the Knocker as does the farmer and only red-blooded 
men of intelligence who speak highly of the other man’s goods 
and the other man’s company can get an attentive ear with the 
man close to the soil. Praise for the other man and his service 
will pay you dividends and ultimately bring you a concrete re- 
turn when the need for additional insurance arises. 

The third factor in being able to get across a Life Insurance 
message is the much used and abused human factor we term 
service. Trite though it is, heralded from one coast to another 
and back again by our noonday luncheon clubs, schools and col- 
leges, yet nowhere have we the opportunity for unselfish service 

Continued on page 107 
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RAISING THE STANDARD OF LIFE—Continued 

ends which we all have such a habit of frittering away needlessly 
into a substantial total and for a good purpose at the end of a 
long period of time. Nor should this statement be construed as 
being adverse to other methods of saving. If universally adopted 
among our population, Life Insurance would, because of the thrift 
producing habit and the sound ideas concerning thrift that it 
inculeates, rebound greatly to the benefit of all other good sav- 
ings institutions by virtue of a much wider public participation. 

Wealth depends vitally upon a_ sufficiency 
of commercial credit, which is largely dependent for its security 
upon the character and ability of the Credit is the 
very life-blood of economic activity, fully SO per 
cent of all modern business. Of per cent, commercial 
loans represent about contrasted with one-third 
for so-called collateral Yet personal character and ability 
are very indefinite in their lasting qualities, and their monetary 


accumulation also 
borrower. 
and 
this 80 
two-thirds, as 


supports 


loans. 


worth, if loans are to be based on such personal factors, ought 
always to be guaranteed against loss to the creditor. The pur- 
pose of Life Insurance is to convert commercial loans into col- 


lateral loans, in 
value from a 


that it 
credit 


enables the borrower to appraise his life 
standpoint, and to have that value evidenced 
by a Life Insurance bond whick may then be pledged as security 
for a commercial loan in the same sense that corporate bonds and 
stocks and other evidences of property values are pledged today 
for the protection of Life Insurance 
thus creates additional commercial credit and at better rates of 
interest. It also serves as additional blanket collateral for loans 
already secured by property collateral, again giving a better rate 
of interest. And Jast, but by no means least, sight should not be 
lost of that large number of young potential but as yet undemon- 
strated lives, which are undergoing their vocational training with 
a view to crossing shortly the threshold of economic production. 
It pays to borrow if that which is borrowed is wisely used. To 
this vast group of prospective working lives, so 


so-called collateral loans. 


many of whom 


are in need of credit to finance the initial stage of their future 
eareer, Life Insurance offers a real opportunity as a means of 
borrowing from parents, relatives, friends and others, without 


the possession of any tangible property collateral whatever. 


Wealth accumulaticn also depends largely upon a judicious dis- 
tribution of current expeditures. In business enterprises this is 
secured mainly through the practice of budgeting. Future ex- 
penditures for the year are itemized in the order of their impor- 
tance, those most imperative standing at the top of the list and 
those least essential at the bottom. With future income uncertain, 
budgeting the most expenditures 
against those of lesser consequence by relegating to the latter only 
such funds as may be left after the more vital requirements have 
been satisfied. 


serves to protect necessary 


Needless to say, this every-day business practice 
needs also to be extended to the family estate if the family is to 
be conducted on a business-like basis. Budgeting can prove highly 
creative in the up-building of a family estate, and its creative- 
ness consists of the thoughful emphasis that is constantly directed 
upon desirable expenditures, and in that way upon the elimination 
of unnecessarily wasteful or comparatively needless outlays. 

Careful budgeting makes a given income do much more towards 
a higher standard of family life than can possibly be accomplished 
under an unorgas.zed plan of expenditures. And in the family 
budgeting Life Insurance should stand high in the itemized list. 
It should be ranked among the absolute of life. For 
98 per cent. of family heads it needs to be viewed as the very 
financial foundation of the home. It is strange, therefore, that 
even where family budgeting is practiced, the creative force of 
Life Insurance either is not understood or is disregarded. The 
great majority of family budgets seem to provide for the two 
items of ‘‘saving” and “Life Insurance.” And still more strange 
is the general pratice of placing the “Insurance” item lower in 
the list than the “Saving” item, and almost always for a smaller 
annual contribution. Life Insurance is saving absolutely, but it 
is saving judiciously combined with protection of the potential 
estate. The overwhelming majority of families live only in the 
Life Insurance stage. For them there should be and need be only 
one item in the family budget, instead of the two so generally 
feund at present, and that is Life Insurance of at least the ordi- 
nary whole life variety. 

Budgeting, however, may serve the additional function of show- 
ing the family head the necessity for making a large income. 
How many there are who do nut earn nearly so much for their 
families as they might, and without the slightest injury to them- 


necessities 


| 
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selves. Here is another human failing that needs to be prote ted 
against. And Life Insurance again appears in its creative role, 
furnishing to the thoughtful person an added urge towards a 
higher income level. Too many men are masters over the time at 
their disposal without being masters of themselves. They there. 
fore need a compulsory stimulant in the form of a solemn self. 
assumed financial obligation. Life Insurance constitutes such 4g 
stimulant to the thinking person. Few there are who could not 
at the end of each year be substantially ahead of what would 
otherwise be the case by assuming the responsibility of an added 
premium obligation and resolving to meet it through a little extra 
personal effort. 

Life Insurance now has within its keeping about twelve billions 
of savings of the American people, or about one dollar out of 
every twenty-seven of the nation’s entire material wealth. Prob- 
ably not a third of this huge amount, with its manifold blessings 
to its owners and their families, would be in existence today 
not for the creative force of Life Insurance by way of 
fostered thrift, increased credit, a more judicious distribution of 


were it 


expenditures, and stimulated earning capacity. Yet the surface 
has hardly been seratched and the future of Life Insurance lies 
ahead. As time passes, Life Insurance will not only continue to 


grow absolutely as a wealth producer, but what is more important 
it will continue to grow relatively. Life 
acquire for safe keeping under its protective wing, in 
of the ever 
nation’s wealth. 


Insurance is bound to 
the 


proportion of 


form 
people's 


total 


savings, an 
material 


increasing this 


Guaranteeing a Potential Estate 

With the best intentions along the four lines already indicated, 
any resolve to accumulate a competency may still be shattered at 
uny moment by premature death. 
he will doe thus with 
property estate does 
a day. 
over 


No man has a right to say that 
respect to the accumulation of a 
not know that he will live even 
Accumulation of an estate involves a saving effort spread 
a long period of time, and presumes the continuance of the 


and so 
when he 


working life throughout that period. But. that presumption no 
man has a right to rely upon when a dependent family is at 
stake. As I have said elsewhere: 


“No family head has the right 
to rely upon any other type of saving and investment until he 
has first arranged for a decent potential estate through Life 
Insurance. No family head has even the right to argue that he 
will first buy a home on the installment plan and pay for it, 
and then will purchase adequate Life Insurance. The potential 
estate clearly comes first for 98 per cent of family heads. When 
that has been provided for, and not before, other good investment 
channels may be recommended,” 

Wisdom dictates that the savings period must necessarily be 
insured against premature termination by death. Any other 
course constitutes the meanest kind of a gamble with respect to 
those whom it is the duty of the family head to love and cherish. 
The fundamental purpose of adequate Life Insurance is to assure 
an adequate estate, whether the insured shall live or die. 
Reserve Life Insurance always returns the savings that have 
actually been accumulated under it up to the time of death. But 
it also furnishes in cash, and this is the all-important point, the 
uncompleted part of the insured’s estate, which he originally re- 
solved to accumulate during the contractual period of his policy 
but which because of premature death he was denied the privilege 
of completing. 

Let it never be forgotten that under all non-Life Insurance 
methods of saving there is never more on hand that has actually 
been saved up to the time that death forces discontinuance of 
the savings account, Let it also never be forgotten that for the 
overwhelming mass of family heads, the only substantial business 
asset from which income is derived is their current earning power, 
that the capitalized monetary worth of this earning power is an 
asset in the family estate quite as much as is material property, 
and that it needs to be indemnified against loss quite as much as 
any other asset. The significance of these facts becomes apparent 
when we note the striking power of the death hazard. Out of 
every 1000 at age 30, about 8 will fail within the first year to 
continue their savings effort or to give their families the benefit 
of their earning capacity; about 42 will fail within 5 years; about 
86 within 10 years; about 183, or nearly one-fifth of the total, 
within 20 years; and about 400, or two-fifths of the total, before 
the completion of the normal working life at age 6. 

During the working period of life, death strikes down the in- 
come producers at a rate, judging by the number of times it 
happens within a given total of risks, about thirty times as great 
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ive role, 
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time at 
y there. 


as the striking power of fire. But the great majority of fires 
result in partial losses only (the average loss not exceeding 10 
per cent of the value of the property involved), whereas the death 
loss invariably means a total loss with respect either to the 

current earning capacity or the continued savings effort. Again 
wm self- the property loss may usually be replaced, whereas the life loss 
trea “a is irreplaceable. How strange, therefore, to find the lesser risk, LIFE INSURANCE 
t F that is one-thirtieth as frequent and that represents an average 


we . : ‘ : 
uld loss of only 10 per cent, almost universally covered with insur- 











gate ance, While the risk that is thirty times as great in its striking 

“— power, and which when it strikes always means a total irre- RATE BOOKS 
placeable loss, is not yet covered with insurance beyond a mere 
7 per cent of the values involved. Such thoughtlessness can be 
attributed only to the fact that the public has not yet been 
educated to an appreciation of the economic significance of the 
life value and the creative functions of Life Insurance with respect 
thereto, Certain it is that a general and adequate use of Life 
Insurance wou!d mean the creation, either by saving in the event 
of the insured’s survival, or by indemnifying the monetary worth °| 
of current earning capacity in the event of premature death, of 
innumerable family estates with their great influence for good 
upon the standard of family life. Contrariwise, their denial to- 
day. in the absence of Life Insurance, usually means the actual 
lowering of standards for both the present and the succeeding 
generations. 
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Maintenance of Savings Through Sound Investment OR over thirty five years 
Just as we have our natural failings with respect to thrift, so > 
licated ilso have our weaknesses in the field of investment, which may we have made a specialty 
aicates . S P 
. be defined as the placing of accumulated funds to some yperoductive : 4 . : 
—e * use on an absolutely safe and reasonably profitable basis. Prob- of binding books in flexible 
say that = . . 
¢ ably not more than 2 per cent of adults are equipped, either by : ° ° 
en 2 . training or temperament, with the ability to select their individual leather cloth and imitation 
shape investments wisely. Most of us are inclined to be speculative and ] h 
almost always with the same sure result. Many have a proclivity eatner. 
to cast their iot with the greatest specialist of today, namely, the Aer . 
rep goli-bricker. In fact, much more is lost annually by the 98 per 
ie cent through unfortunate investment than the annual total of all 
* aa Life Insurance premiums. We are again reminded of the adage, BINDERS OF 
“ “° - as we were during our discussion of savings, that it is harder 
a 7 . to keep than to make. For the over-whelming majority, if left | Bests Life Reports 
ren . unaided, the investment mill grinds slowly but surely. As 1 | 
aacceal have stated elsewhere : When figuring the average investment we | Bests Illustrations 
Ww) turn at the close of our investment career, it will not do to make 
1en 4) . . . ? r s a 
he compound interest calculations only with respect to the sums | . 
os that have been kept intact. We must compute interest on the Bests Key Ratings 
lost principals also. Fortunate indeed is the man who at the 


sad be close of a long investment career, and by taking into account com- Bests Canadian Life Reports 


spread 
» of the 
tion no 


other 
pect to 
cherish. 


pound interest on lost principals here and there, can truthfully 
say that he has succeeded consistently in making more than the ALL FLEXIBLE BOUND 
proverbial 5 per cent return. 

The creative aspect of sound investment to the individual lies in 
* hae its preservation of his accumulated funds and their steady and 
i But reasonable growth through interest accretions. If sound invest- ‘ ’ 
int. tha ment on behalf of the general public is a good thing as a pre- We will be pleased to furnish sam- 

ventative of waste and misery, and protective organizations are . . 5 
being formed throughout this land to make such prevention their ples and estimates on binding from 
chief mission, then Legal Reserve Life Insurance is certainly good P z : 
to practice because it is the embodiment of a good all-round in- | printed sheets— if you will send us 
vestment. The remarkable solveney record of Legal Reserve Life 


sic Insurance is unsurpassed by any other investment institution, specifications and quantity used. 


ictually 
ince of 
_ eee: ment account compares favorably, year in and year out, with that 
a obiainable from other gilt-edged non-speculative securities. The GEORGE McKIBBIN 
on Be Life Investment method represents an ideal spread of investment 
operty, risk, avoids for the policyholder all danger of individual selection S SON 
meq i and aside from the payment of his premiums, relieves him of 
yparent all managerial cares. It is non-fluctuating in price, convenient in 
nee of its installment method of purchase and, unlike any other install- BUSH TERMINAL 
ane <a ment investment plan, promises that all the unpaid installments 
anont Shall be fully realized in the event of the purchaser’s death. In 3RD AVENUE, 33RD TO 34TH STREETS 
: about “a t, judged by all the co peng of a good investment, the Life 
usurance investment is per cent. - 
Ps: As an investment method, Life Insurance is highly creative to Brooklyn Borough, New York City 
the individual in that it not only conserves the funds he has al- 


‘5 ready saved, but makes them grow with absolute certainty and 

the in- 
oan rersonable speed. Here again, it adds to the material posses- 
sions of the insured that mean so much to family comfort and 


gee Continued on page 98 
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and losses of principal during the past twenty-five years have 
becn infinitesimal. At the same time, the return on its invest- 
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$8,051,4 


FIDELITY FIRST MORTGAGE 
PARTICIPATION 
CERTIFICATES 


Undivided interests in choice First Mort- 
gages, unconditionally guaranteed by us, 
authenticated by an independent Trust 
Company and further guaranteed by the 
National Surety Company, of New York, 


A PIONEER SECURITY WITH 
EXTERNAL GUARANTEES 


Ample funds available for loans on income pro- 
ducing property. Low rates and immediate action. 
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A HOT TIP 


to insurance men 


$1,000 to $5,000 a year extra! Do you 
want it? Then listen to this simple, 
logical way to get it. 


during 
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$20 


100 
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during 1925 
$400,! 
6,710,065) 


NEW YORK STATE COMPANIES 
COMPANIES OF OTHER STATES 


» Preliminary fF 


Issued 
86,004,906 


SS410.8: 


EN like you sell millions of dol- ing $1000 to $5000 a year extra this 

lars worth of Fyr Fyter Portable way. 
Fire Extinguishers each year. You a z £ : 
are in an ideal position to share Consider these facts: Every time 
in this business in an easy way. It you meet a insurance prospect, you 
will take very little of your time, meet a Fyr Fyter prospect. Only 5% 
and it can easily double your in- of the possible market has_ been 
come from the first week. supplied. You_ have practically no 

a E peice x : competition. There are Fyr-Fyters of 
_ Practically everybody who needs very size and type for every need. 
insurance also needs fire protection. " ; are approved by the Under- 
You meet hundreds of people. writers Laboratories. he U. L 
Practically every one owns some- Government uses 250,000 Fyr-Fyters, 
thing that will burn,—a boat, or General Motors Corp., and Fire 
a building, a factory, hotel, ware- Stone Tire and Rubber Co., are typi- 
house, summer home, automobile, eal of our big customers. You can 
office, etc. Many of them are large sell one or a thousand Fyr Fyters at 
buyers of fire extinguishers. You a_time. You can make $5 to $500! 
have only to ask them to buy Fyr- We furnish you with a short power- 
‘yters, and you are certain to make ful sales talk and everything you 
many big, profitable sales. Viles, need. You need no capital to be 
Wis., made a $1700 sale to one in- our factory representative—and you 
stitution. Brady, ciosed a $4200 can make from $1,000 to $5,000 ex- 
order, Any number of men are mak- tra . . . with your odd moments. 
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RAISING 
advancement. 


THE STANDARD OF LIFE—Continued 

Some twelve billions of Life Insurance investments 
exist in the United States today, and yet this is only the begin- 
ning. As time the Life Insurance investment account 
is bound to increase relatively, compared with other investment 
channels. Moreover, we must not forget the tremendous service 
rendered by Life Insurance companies to the social good by care- 
fully diverting their huge holdings of investment funds into the 
nation’s most productive channels. 


progresses, 


Protection of the Invested Estate Against Dep!etion 

full against human failings in the fields 
of saving and investment, there still remains the need for protec- 
tion of the invested itself against 
social, legal, and economic requirements 
themselves upon the death of the owner. 
in which the estate 


Assuming protection 


estate depletion. through the 
that inevitably assert 
Irrespective of the form 
last illness expenses, funeral 
settlement costs, and post-mortem taxes serve to deplete the aver- 
age net estate by from 20 Where 
small, last illness, funeral costs 
to bring about 


may be, costs, 
to 25 


and 


per cent. 
settlement 


the estate is 
serve primarily 
the depletion, and post-mortem taxes are of rela- 
tively less consequence. Where the are large, the reverse 
is true. But the average depreciation for both types of estates is 
approximately the same, namely, between 20 and 25 per cent, and 
the problem is thus universal in its application. 


estates 


Moreover, where 
the estate consists primarily of a business enterprise as is so often 
the ¢ the usually much 
to 25 per cent of the additional interruption 
by way of impaired credit and production, occa- 
sioned by the removal of the strategie life from the business 
Death, in other words, is the cause of loss to existing property. 
quite as much as is fire 


se, loss is 


than the 
business 


larger indicated 20 
because 
loss, lessened 


Even during the working period of 
we have stressed that death strikes 30 times as frequently as fire 
But now it should be noted that the hazard of death to the owner 
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of buildings never Moreover, 
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the fire loss is only half that amount. 
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Prolongation of the Working Life Through 


Examinations 


Periodic Medical 
All will that the working life value 
for one’s self, one’s family, and for Society 
sible. But when it their own life, 
all matter. They 
that prevention is 
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most 
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people seem 
to overlook the 
worth a pound of cure.” 
rhey forget that it is just as important to prevent avoidable loss 
in the life value field as it is in the field of property. And how 
appalling the consequences that often result from such neglect! 
How numerous the families which quite unnecessarily suffer the 
misfortune either or a “premature death” or of a “living death,” 
each with its toll of mental anguish and economic retrogression! 

Prevention of the first instance is real insurance. 
Every working man and woman should be thoroughly examined 
once each six months, or at least year. An inventory 
our life needs be taken periodically just as 
our buildings and stocks of goods regularly inspected. 
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truth 
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Probably 
the majority of untimely deaths occur because some dread disease 
starts its withering effect unknown to the victim, or if known is 
so slightly troublesome as not to overcome the natural tendency 
towards procrastination, and continues its progress until 
powerful to eontrolled. Why should we not seek to 
our working life by nipping in the bud those numerous 
that are easily checked if discovered in time, but 
to kill prematurely if neglected too long? 
Life insurance companies perform the same 
the of the life value that property insurance 
companies perform with respect to property. Fire insurance com- 
panies devote millions of dollars annually to the prevention of loss 
in the first instance. Bonding companies devote the major portion 
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of their premium income to the prevention of embezzlement and 
the failure of contractors. Steam _ boiler 


insurance companies, 
title companies, credit insurance companies 


in fact all types of 
property insurers—are striving to stamp out as far as possibk 
the causes of loss they are asked to underwrite. Life Insur:nce 
can perform a similar creative role. Many companies are already 
doing yeoman service in this regard, but the future will witness 
a much greater development. Policy-holders should avail them- 
selves of a periodic medical examination service in any case, but 
certainly when offered gratis by their companies. The 
is beneficial to all parties concerned,—the company, the insured, 
the beneficiary, and Its influence towards a_ higher 
standard of life for innumerable families is immeasureable 
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ness, 
Scientific Treatment of the Life Value 

In his property affairs man is ever seeking to subject 
ganization and management to scientific treatment, derives 
much satisfaction from the consciousness of this re 
spect. But the monetary worth of life values in business greatly 
exceeds the worth of all material property, the same 
that prompt the scientific management of property should 
induce the scientific treatment of the financial worth of human life 
values. Elaboration of this particular thought is unnecessary to- 
day because of the extensive and frequent treatment I have given 
the subject elsewhere within the past three years. Suffice it to say 
that the monetary worth of our life values is capable of the same 
scientific treatment as is property, for principle all 
the line. And the important thing is that Life Insurance 
constitutes the only known medium through which that scien 
tific treatment can be applied. Life Insurance represents in a 
very practical way the application of all the fundamental princi- 
ples—of appraisal, capitalization, depreciation, the use of sink- 
ing-funds, indemnity, credit, of surplus, wills and 
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trusts, liquidation, and the like—which we now apply, as a matter 
of common sense, to the organization and management of our 
property affairs. If adequately and rightly used, Life Insurance 
should afford to the insured the same satisfaction that he derives 
from the consciousness of having successfully organized his ma- 
terial possessions. 


The Comfort of Financial Independence. 

' value of Life Insurance as a promoter of thrift has already 
explained. Its peculiar virtue lies in the union of two ac- 
ints, namely, an increasing savings fund throughout the life of 
contract and a correspondingly decreasing term insurance. 
ving and family protection are wisely tied together, and the 
savings are unobtainable except by erasing the name of wife 
and children. This the well-intentioned family head cannot bring 
himself to do. With respect to myself, I have often said: “J 
keep on paying my premium checks; I am nearly always broke, 
but I am getting richer all the time. I am held in line through 
the stick-to-itiveness that Life Insurance gives. My Life Insur- 
ance cash values are constantly growing larger and larger, and 
I am correspondingly becoming happier and happier.” In fact, 
When writing a premium check I say to myself: “Another hun- 

dred dollars removed from my inefficient control.” 

But some skeptical person will ask, “What do you get out of 
it all; accumulating a sinking-fund over the whole of the work- 
ing period of life withont ever withdrawing the same for per- 
sonal enjoyment?” The answer is that we must understand the 
proper significance of a savings fund. The pleasure of a savings 
fund is not in the spending thereof. It is in the consciousness 
of the power of pecuniary independence that goes with that 
fund. That is what the founder of the School with which I am 
connected, Mr. Joseph Wharton, meant when he wrote into his 
decd of trust that he wanted every graduate of the School to be 
taught the idea, to quote his own words, “of the deep comfort 
and healthfulness of pecuniary independence, whether the state 
of affairs be great or small.”’ Those are words of deep signi- 
fleance, worthy of being framed and hung in every home. A 
Savings fund gives comfort and health and pleasure. But that 
comfort and that health and that pleasure do not grow out of 
the destruction of the fund. They are derived, instead, from see- 





ing the fund grow, you in the meantime obtaining an ever in- 
creasing consciousness of that great thing which we call pecuni- 
ary independence. It makes one eat better, feel better, sleep bet- 
ter, and as a result we can pursue better the vocation adopted 
as our life’s work. 


Constructive and Organized Philanthropy. 


Man has an instinctive desire to share in worthy “group re- 
sponsibilities.” To that end he has an instinctive desire to con- 
tribute in some way to some one or more of the great uplifting 
social activities, such as education, hospitals and medical treat- 
ment, religious work, safety work, scientific research, art, music, 
social work, private charity, and a host of other activities that 
mean so much to the raising of the standard of life. Some one 
of these social forces is bound to reach the soul of every good 
thinking person and arouse the desire to give. 

Where the giving assumes the form of financial support, Life 
Insurance again presents itself in its creative role, enabling man 
to exercise his instinctive desire more fully. To the wealthy 
who are already liberal donors, Life Insurance affords the opportu- 
nity of giving perpetuity to the benefactions along orderly lines 
and with a view to permanent results. To those who contemplate 
bequests at the time of death, it facilitates the creation of the 
desired fund and its transfer under conditions that preclude the 
hazards of delay, unusual expense, statutory demands, and legal 
contests, so generally connected with the settlement of estates. 
But giving in the past has been confined largely to the wealthy 
few, and the problem is to enlist the contributions of the many 
along practicable line. As Doctor Keppel, President of the Car- 
negie Corporation, has so well explained, the outstanding prob- 
lem in the field of philanthropic bequests “is to find some way for 
the person of moderate means to make a worth-while contri- 
bution without impairing his capital and without injustice to his 
family.” He then points out that Life Insurance is the creative 
way. By graduating his premium contributions to his means and 
his family responsibilities, every person of moderate means can 
make available, at death or at some future designated time and 
out of current income without depletion of working capital, a 
real sizable bequest very much larger than would otherwise be 
the case. 

The Use of Life Wills. 

But man has still another instinctive desire, namely, the be- 
queathing of his possessions to his heirs under the terms of a 
will. Abolition of the institution of inheritance would probably 
be the most destructive blow that could be directed against pri- 
vate initiative. We are all urged to make our will and thus place 
our house in order. But when we make inquiry of the average 
man as to the extent of his estate, he at once proceeds to tabu- 
late his investments, his house, and his other property, and stops 
at that point. His view is limited to a wrong economic concept 
of the term “personal estate.” He forgets that the money worth 
of the life value constitutes the larger part and often substan- 
tially all of the great majority of private estates. The average 
estate probably consists of tangible things to the extent of one- 
tenth, whereas the capitalized worth of that portion of personal 
current earnings devoted to family support represents the other 
nine-tenths. 

Now why should not the thoughtful man be equally anxious— 
find the same pleasure and have the same instinctive desire—to 
bequeath to his loved ones, for whom he works and lives, the 
nine-tenths portion of his effective economic estate as he usually 
is to give them the mere one-tenth material part. Life Insurance 
enables him to accomplish just that desire. The Life Insurance 
policy is a will, by the terms of which, if we have appraised and 
bonded our life value adequately, we bequeath to our heirs—our 
beneficiaries so-called—the money value of the economie forces 
within us, just as we employ property wills to bequeath to our 
heirs such material possessions as we may have for distribution. 
Every person should have two wills—a property and a life will— 
and for the great majority the life will bears by far the greater 
economie significance. And if we have a desire to name our heirs 
earefully and correctly in our property wills, we should be equally 
careful to name our beneficiaries correctly and in detail in our 
life wills. And if we are anxious to have our property bequests 
administered under trust arrangements, to assure their conserva- 
tion for the purposes we have in mind, we should be equally anx- 
ious to see to it that our heirs are also prevented from losing 
or squandering the monetary worth of the life value portion of 
the estate. 

Continued on next page 
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SOME POINTS ON SCIENTIFIC PROGRAMMING 
IN LIFE UNDERWRITING. 


The Life Underwriter Should Be the Eyes of the Future 
for His Client and Wise Enough to Underwrite What- 
ever Plans He Makes—A Program of Buying 
With a ae of Settlements Constitutes 
the Real Test of Efficiency. 


By Dr. George B. Van Arsdale, Superintendent of the Educa- 
tional Department, Equitable Life Assurance Society, 
New York. 

“If you set yourself a task it is remarkable how many other 
things grow out of the doing of that task.” Perhaps the author 
of this statement had two things in mind—first, that setting your- 
self to a task creates surprises in the things that grow out of 
its performance, and second, that facing a task with intelligent 
determination will tap hidden resources of power and supply the 

ability to solve the problems that grow out of the task. 

A program is something in which a number of things are 
brought together for a specific purpose. It is a structure with 
the various parts related to each other and combined functioning 
to the perfection of the structure as a whole. It is surprising to 
find not only how many things grow out of the task of program- 
ming in life underwriting, but to discover two other important 
facts—tirst, that small things come to have large significance 
when they are a part of a program, and second, that things 
which seemed large sink into minor importance when divorced 
from their function in the program. 

A watch is a program—wheels, screws, cogs and springs brought 
together to keep time. Separately these tiny parts excite only a 
curious interest, but applied to the mechanism of the watch they 
become indispensable. Our bodies are a program. Our minds 
are a program. The universe is a program. A program always 
has more than one item in it. It is a procession of things. The 
effort to program anything raises the question of the purpose of 
the thing itself. If there is no purpose there is no need of a pro- 
gram, but if there is a real objective then a program becomes 
necessary to its accomplishment. 

This is a convention of Life Underwriters. We are becoming 
zealous for the use of the term “Life Underwriter.” 
means only a different 
nothing. 


If our zeal 
insignia on our ecards then it means 
A thing without an objective cannot be underwritten. 
The very name by which we have chosen to call our profession 
is itself a challenge to us to find an objective in the word “‘life” 
and a science in the word “underwriting.” Without purpose in 
life there is nothing to underwrite, but if life means an opportu- 
nity, if it means a place in the progressive social order, if the 
part that the individual life is to play in this order is suscep- 
tible of design, if it has a plan, if its objectives can be measured 
in definite terms, then we can think of it as something to be 





RAISING THE STANDARD OF LIFE—Continued 

And now my time limit has been reached. I have proceeded 
on the theory that real living involves both the material and 
cultural concepts and that standards are raised as we enlarge 
our material resources, increase our sense of responsibility to 
others, and fill more fully the reservoir of human happiness 
Modern Life Insurance, through the millions of individual family 
accounts that it represents, does all of those things to a marked 
degree. 

Life Insurance emphasizes responsibility and builds character. 
It represents man’s noblest expression of economic protection of 
dependents. But through its creative force it also protects and 
benefits the insured himself in his economic pursuits. And the 
benefits of this self-protection of the insured are bound, in turn, 
to be reflected to all members of the household. Life Insurance 
represents the insuring of time, should we be denied the same 
to accomplish our economic purposes. But if we are given the 
necessary time, it helps us creatively in our pursuit of those pur- 
poses. Life Insurance is a secure bridge between the sentimental 
and the practical sides of family life. It ties together the present 
and the succeeding generations. Progress in the standard of 
living is gradual and not sudden. The outstanding feature of 
our life value is its perpetuation into the next generation. That 
is the lasting thing about our life value; its endurance through 
succeeding generations as contrasted with the fleeting nature of 
material property. It is here that Life Insurance serves, from 
an economic standpoint, to link together the past with the present 
and the present with the future, making the standard of life for 
each generation fuller and better balanced than its predecessor. 








sought for, outlined and underwritten. Again I say, there is no 
reason for the use of the term “Life Underwriter” unless ther 
an objective in life and a science in underwriting. . 

“Raising the Standard of Life through Life Insurance” is ‘he 
slogan of our Convention, but the purpose of all our human 
activities; commerce, industry, science and art, education and re- 
ligion is to “raise the standard of life.’ The institution of Life 
Insurance has its distinct function in raising that standard. It 
will clarify our vision to make sure that we understand what 
that function is. 

We should be encouraged to approach the task of programming 
our service by some evident modern tendencies, one of which is the 
increasing use of the “long look.” The heads of our great enter 
prises and institutions, corporations and colleges, universities, 


is 


municipalities, states and national governments are using 
“long look” and building with great objectives. Another charac 
teristic of modern practice is the foresight that men are exervis 
ing in providing against those contingencies that may wreck their 
plans as well as preparing to take advantage of the opportunitics 
that the future may offer. We are building as never before, not 
only as to the magnitude of our enterprises, but in the science 
and gare with which through the “long look" we are safeguarding 
the future of our plans. 


Many of our largest corporations have 
plans for the extension of their service, the development of the 
personnel of their organization and the source from which they 
will get their supplies for ten, fifteen and twenty years ahead 
It is safe to say that as men in the aggregate plan big things for 
the future it will react upon the individual to plan definite and 
big objectives for himself. Is it not surprising when we set our 
minds to the task of programming in life underwriting to tind 
how many things grow out of it? 

It encompasses the objectives of the individual life. It fore- 
easts the development of institutions, corporations and business 
enterprises. It requires the clear, long distance vision of the 
underwriter to foresee where breakdowns may occur, where 
greater resources will be needed and scientifically to underwrite 
these contingencies. The more a human life comes to have a 
program of definite objectives, the greater becomes the need for 
the science of programming the protection of these objectives. It 
is often the underwriter’s privilege not only to offer a program 
of protection, but to create the objectives which he himself under 
writes. 

Then what is the function of Life Insurance in “raising the 
standard of life’ through programming? As the very name im- 
plies, to insure is to “make sure.” Obviously we cannot make 
sure that a man’s objectives will be realized without knowing 

Men's life objectives— 

What they are; 

How he plans to accomplish them; 

How far he has gone with his plans; 

What are his present and prospective resources for the com 
pletion of those plans; 

What are the main points of hazard at which his plans may 
break down; 

Are his plans within his capacity; 

Is his capacity greater than his plans’ 

It will be of interest to recall those things that had to be done 
in the history of Life Insurance before the real life underwriter 
could come on the scene at all. The public must first have full 
confidence that the institution of Legal Reserve Life Insurance 
was built on sound principles and equitably administered, ‘That 
task has been completed and the public’s confidence is one hun 
dred per cent. The actuaries have by their scientific calculations 
based on the records of many years and many lives made sure 
that their estimates of mortality and the interest earnings of 
money are dependable. The medical directors have by the care 
of their examinations and scientific observations more than con- 
firmed the findings of the actuaries. The investment departments 
have by their constant study of economic conditions and by the 
demands which they have imposed upon those who want to bond 
their enterprises with Life Insurance funds, guaranteed the safety 
of money committed to Life Insurance companies. The standards 
and practices of these departments are built on established data 
of present facts and intelligent, but conservative forecasts fort 
the future. They use a program. The integrity of the insti- 
tution of Legal Reserve Life Insurance is not questioned by the 
public today, and few, if any, sales are ever lost for lack of 
confidence that the companies are operating on a sound basis of 
will pay their obligations. The companies have built a founda- 
tion of confidence here upon which the life underwriter may build 
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with assurance 
will be discharged by 


perfect that what he contracts with his 
his company. 

It now becomes the life underwriter’s responsibility to apply the 
scientific program of service to his clients that the actuary 
and the doctor and the investment department are employing in 
the discharge of the trust committed to them. What a day that 
will be, and what a difference there will be in the volume and 
character of our sales when the public has the same confidence in 
the tield man’s ability to underwrite, that it now has in the 
company's ability to pay. 

A leading underwriter says that the first requisite of ability to 
serve our clients is to satisfy ourselves that we understand the 
needs to be served. Another is to prepare accurately a service to 
consistent with the financial ability of the 
Again, let us not forget what it is that our service pro- 
Life insurance is more than money for future delivery. 
It is for specific money for specific purposes to cover specific con- 
tingencies at specific dates. In other words, the life underwriter 
is the eyes of the future for his client, trained to foresee those 
places where his plans may encounter financial hazards or may 
need reinforcement or additional funds. We are not salesmen of 
commodities but men who put our companies under contract to 
come to the rescue of their policyholders in financial energencies. 
Our service relates itself not to the one event of death, but to a 
man’s life in its entirety. 

Our schools, colleges and universities equip our young men and 
Wotien to earn a living in the various arts, sciences, industries 
and professions, These institutions supply knowledge of the 
fundamentals of right thinking and training in the various 
sciences and industries. They train men to think and to work, 
how to apply their heads and their hands to earn a living, but 
give very little training in how to apply the money which they 
earn to the solution of their individual financial problems. Is 
it not just as important that a young man should know how to 
make a financial of his own personal life as that he 
should know how to complete the plan for an electric light plant, 
how to manage a department store or perform a surgical oper- 
ation ? 
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what he earns to what he wants to do with what he earns. 
In illustration, a young man just out of college or a technical 
school—he is ready to live. He has been equipped with a sound 
body, a trained mind and technical skill. He has the desire, 
ambition and ability adequately to provide for himself and to 
get ahead financially. He would like to get sound advice as to 
the right way to invest his money and be sure that it will do 
for him the things that a man in his station has a right to ex- 
pect. Most men do not hope to become wealthy, but this young 
man will have a saner view of himself and the world in which he 
lives if he has some intelligent idea as to what a man in his 
place in life and his ability may reasonably expect to accomplish. 
Those who have guided him, provided for him and equipped him 
up to the present time have done all that he could expect. 

One of the things that he learned in college was that it is not 
always so much what you have as how you apply what you have 
that determines its effectiveness. The waters of Niagara were 
just as powerful before they were harnessed but their power was 
not applied. The energy in a drop 
dynamic before it was exploded and 
it did nof drive a high powered roadster or truck until man 
learned how to use it. There is a science of applying power in 
all its forms to give it the nth degree of effectiveness. The life 
underwriter is one of the men who should be equipped to help 
this young man apply his income to the highest degree of 
efficiency. There are few men whose incomes would not more 
satisfactorily supply their wants at present if they knew better 
how to apply their money. Most old men tell us the fault was 
not that they did not earn enough money in their lifetime, but 
that they did not use it right. Here is a slogan that I should 
like to see displayed on the literature of Life Insurance companies, 
banks and other institutions that handle men’s money. It is 
this: “Most of our financial problems will yield to a relatively 
satisfactory solution if we attack them early enough and with 
intelligence.” 

A life underwriter should be big enough to see the problems 
involved in his client’s future and wise enough to underwrite 
whatever plans he makes. It would not be wise for him to at- 
tempt to tell every man what he should live for or propose any 
cut and dried scheme into which his life should fit. That is the 
individual's own privilege and to take it away or seriously in- 
terfere with it would destroy personal initiative. The under- 
writer's responsibility is to guarantee the objectives which his 
client has made for himself. Our task is relatively simple if 
we keep in mind those major objectives for which men live, the 
hazards to which they will be subjected and how Life Insurance 
‘an safeguard against them. Our chief human interest center in 
three things: 

lst—Our personal careers, that is the work, business or 
fession in which we are engaged; 

2nd—The property or assets that we own or hope to acquire; 

3d—Our families for whom we owe moral and financial re- 
sponsibility. 

These are the great things in our lives—the interests that call 
for preparation, planning and programming. The life under- 
writer does not consider one of them to the exclusion of the other. 
They are too intimately related to each other. For instance, a 
man’s property interests and the needs of his family may both 
suffer by interruptions and breakdowns in his career. Conversely, 
success in his business or profession may be seriously retarded by 
worries over the hardships that would threaten his family in 
the event of his premature death or disability. 

While the rise of an occasional man from obscurity to wealth 
has stimulated unfounded expectations in others, it remains a 
fact that the great majority of people neither crave large wealth 
or in their rational judgment expect it, but every honest, indus- 
trious man who applies himself to his work—a work for the 
benefit of society—has a right to expect that some agency of 
society will give him wise counsel as to how he may apply his 
income so that it will render the highest service to him in satis- 
fying his reasonable needs in these three major objectives of 
his life. 

Are not our Life Insurance companies one of those agencies 
and is not one of the responsibilities of the life underwriter to 
sift his client’s expectations to a rational basis and underwrite 
them? The haphazard writing of policies without fitting them 
in such items as the amount of premium deposits that a man 
should make, the amount of insurance that he should own, the 
number of payments he should make consistent with his ex- 
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SCIENTIFIC PROGRAMMING—Continued 
pected earning capacity and the specific needs for which his in- 
surance is to be used, into the framework of his main life ob- 
jectives will hardly discharge the life underwriter’s responsi- 
bility. As well expect the motor of a Cadillac limousine to 
function in a Ford tractor just because it is a good motor. 
The sum of my thought here is that programming Life Insur- 


ance is: 
Protecting the hazards of a man’s career, 
Underwriting his plans for the ownership of property, 


Guaranteeing an income to cover the needs of his family. 

Is it not surprising when we set ourselves to the task of pro- 
gramming in life underwriting to find how many things grow out 
of it? The performance of the clerical job of abstracting a man’s 
Life Insurance policies by listing the companies in which he holds 


them, the policy numbers, premium payment dates, cash values 
and similar minor details, is not programming, It is only as 
sembling the material to begin the program. The first step in 


the task of programming is to apply the insurance that a man 
now owns to the problems that 


his family or his business will 
have in the event of his death. 


This is the first requisite because 


it is the only scientific way of measuring the extent to which 
what he has will cover what he needs. Obviously it is better 
to apply what he has to the solution of the problem of what 


his family will need rather than to leave it unapplied just as 


it would be better for a man who had enough cloth to make 


a 
suit of clothes but not an overcoat also, to have the cloth made 
into a suit rather than leave it as cloth. It would serve him 
better. This is the place to start, but remember doing this is 
only the start. 

There is just as much need for a_ scientific program in the 
methods of buying insurance as there is for a scientific distri 
bution of what a man owns. Unfortunately both of these items 
have been grossly neglected in the past. The companies offer 
the underwriter a greater 


variety of tools with which to serve 
his clients in the methods of buying insurance in the two funda- 
mentally different plans offered which are Life Policies 
Term Policies. Each of these plans provide several 
within themselves. 


and 
methods 


Life Policies are arranged to cover the period of a man’s life 
with options as to the completion of his payments such as ten, 
fifteen, twenty, twenty-five and thirty years, or using his entire 
life to pay for his insurance estate. These well known forms 
also give the insured the privilege when he has completed pay 
ments on his insurance estate in ten, fifteen or twenty years that 
if it fits his station he may continue 


his deposits an additional 


number of years and receive the 
Term Policies as methods of buying 
that expires which is a most efficient 
temporary liabilities, and the Term Policy that en 
dows which both covers the liability and provides the fund for 
its liquidation at a specific future date. 


estate himself in person. 
There are two 
the Term Policy 


for covering 


types of 


device 


Now these are 


simply tools for the life underwriter to use 
not as has often been done, as an argument of competition as 
to the merits of one policy over another to close a sale, but as 
a scientific means by which the underwriter will allocate the 
proper amount of his client’s income to insurance protection 
without too seriously impairing his capital for other uses. We 


have been told that all policies are mathematical equivalents, and 


actuarially speaking, they are, but they are not all economic 
equivalents as tools for the service of the policyholder. Our 
sales presentation will be more effective with the prospective 


buyer and our service more efficient in serving him if we adhere 
strictly to the real for 
buying, and that is, they 
ability of the buyer. 

One policy is 


reason 
that 


these 
are 


differences in 
designed to fit 


methods of 
the financial 
better than 


another as a method of buying just 


as a number nine shoe is better for a man with a number nine 
foot that a number eleven shoe. It fits him better. Not even an 
actuary can figure what will be the most economic method for 


any particular man to use in buying his insurance for no actuary 
knows anything about how much he is going to pay for it, but 
the underwriter knowing what his needs are can apply the ap- 
propriation that he can make for insurance so that it will ef- 
fectively cover his needs. Have you not sometimes found your- 
self handicapped in your ability to underwrite a client’s needs 
just as a physician finds himself unable to cure his patient not 
beeause he has an incurable disease, but because of complications 
brought about by something some other doctor has done? 

When the underwriter has arranged settlements on his client's 








existing insurance to give it the maximum efficiency he soul 
then use the science of effectively applied power in selecting from 
the different methods of buying which his company offers, those 
tools that will program his client’s future buying with duc re. 
gard for other uses that he will have for his income. 


A proxran 
of buying together with a program of settlements constitut« th 


real test of efficiency and there is no substitute for efficiency 
when guarantees are at stake. Programming in life underwriting 
means discrimination as to: 


The times in a man's life when he should buy insurance 
How much he should own at different stages in his career 
What per cent of his income should be allocated to the factor 
of safety, 
The distribution of his premium 
When and how they will be completed, 
Whether the protection will temporary or 
Whether his should be left as 
for himself, 


proper payments, 


be permanent 
insurance an estate or endow 


Such settlements on his policies at maturity as will furnish 
the money that his family will need at the Cates and in the 
amounts that they will need it. 


Consideration of these items by the 


underwriter will tend to 
eliminate from the mind of the client the unscientific and dis 
concerting viewpoint of competitive rates in his own or other 
companies. It may prove to be “That Something” that wi 
break down the greatest of all barriers in providing Life Insur 
ance service which is the thought in the mind of the prospect 
that “This man is trying to sell me something.” You and I have 
nothing to sell except the service that our companies can render 
in helping men use their money to do the things they want to 
do with their money. 

A salesman relieves his client of money and gives him a com 
modity in return—a commodity that may be worth all he has paid 
for it, but you and I never relieve a man of his money. We 
transfer it from one account to another and in the transfer he 
always receives more than he transfers Other transfers may 
give equivalents or create obligations, but the Life Insurane 
transfer immediately changes the policyholder from the class of 
men who are debtors to the class of those who are creditors 
man who is living at a 


premium and will die at par. 
The ways in which programming in life underwriting will raiss 


the standard of life are as many and varied as life itself 
Glance over the span of human life. We have at last sensed 
something of our responsibility to equip a boy to live by extend 


ing Life Insurance service to the age of ten The boy's standard 
of life when he begins to live will be raised if his father has given 
him a sense of his economic value by imputing financial worth t 
him before he actually could produce. His ability to finance his 
profession or his business, to save money, to assume family obliga- 
tions, will be enhanced by this financial reserve power which his 
futher gave him when he was too young to know why. He will 
then see that his father did not have death in mind, but life. He 
will then see that his Life Insurance is one of those reserve funds 
of equipment which his father gave him just 
words that he seldom 
fidence and 


as the hundreds of 
uses in conversation are a reserve for con- 
with which he would not part. 
His standard of life will be raised IF, I say, IF, what 


emergency 


his father 


did for him was scientifically programmed to fit him for what 
was to come afterwards. When he begins to earn money his 


standard of 
Insurance 


life will 
because he 


be raised by the 
will find that he cannot 
An objective will demand a budget of investments 
budget of He will be apt to make 
unbalanced Having an objective as well as 
a reason for thrift will strengthen his purpose to get ahead 
increase his ability to save. As he into the larger re- 
sponsibilities which attend ownership of property and the build- 
ing of a family his standard of living will be raised by the in- 
creased income that comes from decreased worry. He will 
more money for travel, education, art, music, religion, philan- 
throphy and more capacity to use and enjoy them because he has 
that sense of accomplishment 
satisfaction. Some of the 
Life Insurance are: 
ist—It puts Life Insurance in the class “A” 
he is USING in his life objectives, 

2nd—It gives him the “Long Look,” 

3d—It prevents hasty and unbalanced decisions which so often 
result in dissatisfaction, 


scientific program of Life 


program without 
an objective. 


as well as a 
hasty and 


expenses. less 
decisions. 
nd 
passes 


have 


from which 
advantages of a 


comes all enduring 


program in buying 


of the institutions 
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PREC AND REGULATION OF THE LIFE 
UNDERWRITER’S EFFICIENCY. 


The Foundation on Which a Life Underwriter Can 
Build His Superstructure of Successful Underwriting— 
Learning a Sales Talk Advocated—Illustrations 
Showing How Planning One’s Time Results 
Automatically In Sales. 


By Kaymond G. Gregory, 
Hlart & Eubank, 
for the 


Manager of Sales Training of 
General Agents in New York City 
4Etna Life Insurance Company. 
Marshall Foch is credited with the 
way of accomplishing anything is to 
a plan for obtaining it, and then 
ably if the French soldier had been 
ing of his statement he would have said that he meant to 
analyze every problem before attempting to solve it. 
Certainly the Life Underwriter can well afford to follow this 
advice The direction and regulation of his efficiency on the 
part of the Life Insurance solicitor is nothing more or less 
than form of analysis of his problem. He must decide 
what he intends to accomplish, how he is going to do it, and 
then he must 
In the analysis 


statement that the best 
pick your objective, lay 
stick to your plans. Prob- 
asked to enlarge the mean- 


some 


stick to his plan. 
that there is no intention of 
the average agent an automaton or a bit of 
only attempt is to lay out a foundation on 
build his superstructure of successful 
tirely possible, however, that in the beginning of his career the 
Life Underwriter who uses this analysis as his basis may be- 
come more or automatic in his work, but this only means 
that the actions he will become habitual 
and onee he acquired the doing certain things 
in a certain manner he possibility of fear. 
Contidence in = his result. 
Once he himself he is 
his activities and 


follows making 
machinery. The 
which the agent can 
underwriting. It is en- 


less 
develops is selling 
habit of 
eliminated all 
ability is the natural 
has secured confidence in 
enlarge the 
a different method of 
What is it then, 
This analysis 


has 
has 


then in a 


position to probably use 


scope of 
working. 
that we have to 
will take the 
and answers, The questions 


analyze ? 
form of a 
are those 
asks us, and the 
probably would tell 
The average when he 
probably asks himself first, 
in this business?” The lo 


series of questions 
that the prospective agent 


asks answers are a statement of 


himself or 
what we him. 

enters the Life 
“What do I 


gical 


man, Insurance 
wish to 


answer is, “He 


business, 
accomplish 


wishes to be- 
come successful.” 
Then he naturally 


successful?" 


“What is it 
Again the 
Life 
question 
answer this question we must lay 
make further estimates, It will be 
per thousand is not too high for an 
Furthermore, it is likely that the 
business would need at least $50 a 
com With this as a basis our question 
becomes, “How much Life Insurance 
make $200 a month?” Using $12 
a base, the answer is that our agent 
Insuranee his first year in 
Dividing this amount of Life 


asks, 


that I must do in 
answer is, “He 


order 


obvious must 


sell 

rtain amount of 
At onee the 
order to 


Which to 


Insurance.” 
comes “How much must I sell?” In 
down a unit on 
that $12 
commission. 
man entering the 
or $200 a month in in- 
in the beginning now 
must I sell in order to 
commission per thousand as 
must sell $200,000 of Life 


order to make $200 a month. 


agreed 
average 

average 
week 





Insurance by 50 we find that the 
business a week. 
period of two weeks 


agent must produce $4,000 of 
This still promises him a 

ing the year. 
(nce we have 

hiturally asks, “How am 


vacation dur- 


decided how much he must sell each 
I going to sell $4,000 Life Insurance 
ry week?” About the best answer that we can give him is 
ying which I picked up some place from some Life Insur- 
anes Company—“You have to tell ’em in order to sell ’em, you 
have to see ‘em to tell ’em, therefore, you have to see ‘em to 
sell ‘em.” In other words, the broad, general answer we give 
to his question is; In order to sell $4,000 of Life Insurance 
a week he certain number of people each week on 
the subject of Life Insurance. 
Our agent, who is naturally inquisitive, 
am I going to see these people?” 


week he 


must see a 


then inquires, “How 

If we are not careful the an- 

Swer to this question will lead to a longer discussion of a sub- 
Continued on page 106 





CARRYING THE LIFE INSURANCE MESSAGE TO 
THE CITY MAN 


Examples Showing How Disinterested Service for the 
Benefit of the Prospect Coupled with Truthful Ex- 
planations and Ethical Practice Have Resulted 
in Producing Many Policies of Large 
Amounts from City Clients 


By Lawrence Priddy, Representing the New York Life Insur- 
ance Company at New York City 


I apologize for my appearance before you this evening, 
I feel wholly incompetent of saying anything new on this sup- 
ject. I have had little time to give to the preparation of the 
feeble effort which I shall make, because only recently was I 
invited to appear on this program. However, I am not sure that 
I could say anything really worth while even if I had had several 
months’ notice. 

The subject as it appears on the program, 
sage of Life Insurance to the City Man,” gives one a great deal 
of latitude. I might easily use the time allotted me by telling 
you some of the many schemes and devices that may be employed 
to direct and focus the attention of city men upon Life 
However, I have assumed that it is the wish of the 
Committee that 1 tell you how, in my judgment, 
members of a city community may be induced to 
Insurance. Therefore, I shall not attempt to 
generally; rather, I shall present a few cases from my personal 
experience I find it necessary to repeatedly use the perpen- 
dicular pronoun, but as I am to relate my personal experiences 
only, I know of no way to avoid it. 

The methods of solicitation of Life Insurance in a city 
differ quite materially from those which may be successfully em- 
ployed in small towns and rural communities. The men whom I 
seek to interview, and city men in terribly busy 
men; their working hours are short work under tre- 
mendous pressure. Therefore, it is necessary for the 
Life Insurance agent who does these men to first 
master the then be brief, definite, concise and bold in 
his interviews them. Perhaps no quality is so essential 
for the transaction of the business of Life 
in such New York and Chicago as 
Those themselves succeeded, in 


because 


“Carrying the Mes- 


Insurance. 
Program 
individual 
purchase Life 
cover the subject 


great 


general, are 
and they 
absolutely 
business with 
business: 
with 
successful 
busy 
men 
succeeded 


Insurance 
centers as 
who have 
because they have had courage and 
their efforts to accomplish the ends desired; 
that they admire these characteristics in other people. In the 
eases Which I shall recite you will observe some or all of 
characteristics have been employed. 

There is one way in which the Life Insurance message should 
not be carried to the city man, That is by making unkind re- 
marks or statements that reflect upon the integrity and honor 
of a fellow-worker. Such remarks seldom accomplish the desired 
result. On the contrary, persons making such remarks often im- 
mediately suffer a financial loss for having done so. 

For example: Many years ago I solicited a certain 
whose father was a director of the 
and a man of large means. The father was insured in my 
pany. I did not at that time secure the application of the 
but he made the statement to me that if and when he 
become interested in purchasing Life Insurance he 
the matter up with me before doing anything. I 
at intervals of two years for a period of eight 
results. About this time the father died and I settled the in- 
surance carried by the father in my company. I took the matter 
up with the son and he in turn referred me to his father’s lawyer. 
In due course I received a check in payment of the but, 
as I was out of the city much of my time during that particular 
year (1918) I mailed the check to the son with a note saying that 
I was looking forward to the pleasure of taking up with him the 
matter of personal Life Insurance. 

The father also carried insurance in another company 
representative of that company personally called on the 
connection with the settlement of this loss. He 
to sign an application and submit to a 
but, in so doing, the son told the agent that, while he was willing 
to do this, he was not willing to actually buy any insurance 
until he discussed the matter with me. Within ten days a policy 
for $50,000 was issued and the agent made several attempts to 

Continued on page 105 
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Although your agents may be excellent salesmen you are limiting their 
capacity if you are not giving them advertising help. 


The larger share of your agent’s selling time is spent in securing inter- 
views, gaining his prospect’s confidence and educating him to the value 


of insurance. Only a small portion of his time is needed to close the 
deal. 


Enable your agents to sell more insurance by giving them advertising 
that will do the missionary work before they call. 


Seven years of experience in this one field has afforded Roberts & 
Walker the opportunity of offering your company every assisstance in 
increasing your agents capacity, and building a larger volume for your 
company. 

Among the many responsible executives this message may reach there 
are doubtless some who would care to know more about Roberts & 
Walker, Inc., creators of insurance advertising exclusively. We would 
indeed deem it a pleasure to have the opportunity of explaining our 
service in detail. 


Insurance Advertising 
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CHICAGO, ILLINOIS 
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LIFE MESSAGE TO CITY MAN—Continued 
deliver it. In so doing he took occasion to make a number of 
statements which not only reflected upon my company but upon 
me personally, He went so far as to say to the applicant that 
while he may have made a promise to me no agent expected such 
a promise to be fulfilled. My friend resented this because he 
took it as a reflection upon his integrity and refused to go further 


with the transaction and telephoned my office asking that I come . 


to see him. I am confident that if this agent had not made the 
statements he did he would have delivered his policy. But be- 
these statements this prospect refused to accept his 
policy and at that time I sold him $100,000 and since then he has 
purchased almost $500,000. 

Another example: years ago I settled a death-loss on 
the life of one of New York’s most distinguished practicing phy- 
sicians In connection with that settlement I came in contact 
with his son and sold the son a $10,000 poticy. Two years passed 
and tive weeks ago this man called at my office for the purpose 
of surrendering the policy I had sold him. Naturally, I inquired 
what had happened to disturb his confidence in the contract I had 
sold him, and, to my surprise and amazement, I learned that an 
agent of another company had made many false statements to this 
young man about the company in which he was then insured and 
about the dividends which he probably will receive on his policy. 
In the meantime, he had purchased a $10,000 policy from the agent 
who upset him, which policy was taken to replace the one I had 
him. I undertook to set his mind at rest about the matter 
and he became so disgusted and enraged at the statements and 
action of the agent who had induced him to give up my policy 
that he then and there declared he would never pay another pre- 
mium on the one sold him by said agent. I tried to show him 
that in so doing he would make a great mistake. We had several 
lengthy discussions about this matter and finally he called at my 
office and stated that he was not going to pay another premium 
on that policy and that he was going to buy $10,000 more insur- 
the compary in which he had purchased his original 
and that if I would not sell it to him he would seek 
some other agent and file his application. 

Some three years ago I met a young man, 
live vears of age, at the home of a friend. 
I had talk with this man 
friend about me to him. 


cause of 


Some 


sold 


ance in 
insurance 


out 


then about thirty- 
Early in the evening 
occasion to and it developed that my 
had talked Because of what my friend 
had said this man stated that he had a number of small policies 
of insurance, totalling about $40,000, which he had bought from 
four or five different agents on a purely personal basis, and that 
he would like to eall at my office get my advice «as to the 
which the proceeds of these policies should be paid. 
I would be g!tad to see him whenever he could find it 
to call, As a matter of fact, I had no thought that 
he would ever call on me, However, much to my surprise, within 
forty-eight hours the man came to my office and brought all of 
his Life Insurance papers. He left the papers for me to examine 
and about a week hence I wrote and told him I ready to 
talk with him further. I made a number of suggestions, all of 
which had te do with the manner in which the proceeds of his 
insurance should be paid. At the conclusion of that 
he applied for $50,000 insurance and gave his check 
ment of the premium. 

Two years passed and this man again called at my office (this 
time only a few weeks ago), and this time he came because one 
of the agents through whom he had purchased a $10,000 policy 
several years previously had recently solicited him for additional 
insurance, On this occasion he submitted to the agent all of his 
Life Insurance policies, including the one I had sold him. The 
{ made a number of false statements about my policy which 
greatly upset my client and he came to my office determined to 
lapse the policy. I again undertook to give him all the facts, 
at the conelusion of which he not only was entirely satisfied with 
the contract I had sold him but he signed an application for 
SLi0.000 new insurance and gave me a check in payment of the 
premium, 


to 
manner in 
I told him 
convenient 


was 


interview 


me in pay- 


age! 


Fortunately for this great business, an ever-increasing number 
of influential citizens have come to believe that the Life Insur- 
ance business should be conducted by those who are qualified by 
training and experience. For example: January 14, 1914, I had 
the pleasure of securing an application for $10,000 from the son 
ef a man who entertains the opinion that Life Insurance should 
be purchased through men who know the business and who will 
probably remain in the business. This son was graduated from 
Hatvard in 1913 and before he graduated, a classmate, who was 
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then selling Life Insurance as a part-time agent, 
interest him in the subject. Upon his return home 
this matter to his father and he told him that he 
further with the transaction. The father said he 
buy Life Insurance from a real Life Insurance agent. He has 
been remarkably successful in business and has succeeded his 
father as the head of the business, and I now have twenty-one 
policies for $250,000 in force on his life. 

A promineni business man in Paterson, N. J., had been solicited 
a number of times by an elderly man who calls himself a Life 
Insurance agent. This man had gone in the business several 
years ago because he found it necessary to earn a livelihood and 
for reasons which often influence people to go into the Life In- 
surance business. He knew this man but he knew little about 
Life Insurance. He persisted in calling on the man to talk to 
him about Life Insurance, but he could give him no real in- 
formation. The man told his agent that he was willing to take 
some insurance from him and indicated that the amount would 
be $50,000, but he wanted to give further thought to the matter 
before acting. He had occasion to come to New York to consult 
with the president of one of the great banks, and he told this 
banker-friend of the experience he had with the agent in Paterson 
and the banker-friend, who happens to be a client of mine, sug 
gested that he come in and get some information from me. The 
banker went so far as to telephone me and asked if I would, as 
a courtesy to him, his friend. He came to my office but 
indicated very plainly that he did not wish to be talked to by 
me as agent; he simply wanted to get a few fundamental facts 
about the Life Insurance he was planning t« this 
“would-be” agent. 

I gave him the information wanted and went so far as to have 
him sign an application for $50.000 for the account of the old 
man with whom he had been talking and had him personally mail 
the application to the agent from my office. He was amazed at 
this procedure and did not hesitate to mention this fact, and 
with that, I took occasion to suggest to him that advisability of 
his buying some real Life Insurance while he was at it. Within 
thirty minutes he had signed another application for $150,000, 
gave me his check for $6,685.50 and went with me to the Home 
Office where he was examined for both applications. The insur- 
ance was issued and I am confident that before this year is ended 
I will sell this man $300,000 additional insurance. 

In New York there is a man with whom I have had 
relations for a period of more than twenty years and 
carries with me thirty-seven policies for a total of $265,000. 
men did compose the partnership: of these partners was 
very intimate with another Life Insurance agent and from this 
agent he has bought, within the past five years, $50,000 insurance. 
All of these policies contain the modern disability and 
indemnity clauses. This partner had the misfortune to have a 
mental affliction and is now confined in a hospital. The other 
partner is an intimate friend of still another Life Insurance agent; 
they went to school and college together and lived together until 
about three years ago, at which time the banker married. Be- 
cause of his intimate relation with this school-friend I found it 
impossible to even talk with him about Life Insurance. However, 
when the other partner fell ill both of the partners requested me 
to take up on behalf of the wife the matter of the collection of 
the income to which she is entitled under the disability clauses 
in the policies. The settlement of these matters required a good 
deal of time and thought and much correspondence. At the con- 
clusion of this transaction the partner, who is the intimate friend 
of the other Life Insurance agent, said to me, “Priddy I so much 
appreciate the time, thought and energy you have given the ad- 
justment of these matters for my partner, that, notwithstanding my 
relations with my friend I want to give you an application for 
$10,000 insurance.” I graciously consented to this and permitted 
him to sign the application in blank. I later talked with my 
friend, the other partner, and as a result of the conference I filled 
in the application for $50,000 (instead of $10,000) and in due course 
delivered the same. This business came to me as a direct result 
of a Life Insurance service rendered without thought of compen- 
sation. 

Some wonths ago I learned through a banker that a certain 
young man had been made the acting manager of a large manu- 
facturing concern. His bank had made large loans to this manu- 
facturing concern and the business was losing money and the 
bankers were disturbed about their loans. The bankers sug- 
gested to the board of this corporation that a man, who had 
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SCIENTIFIC PROGRAMMING—Continued 

4th—lIt prepares him to meet the unexpected and unusual whic 
is the real index of strength, 
5th—It initiates and maintains systems in his savings, 
6th—It increases his ability to save and strengthens his 
sistence in saving through the budget of investments that has a 
objective, 

7th—It makes his premium deposits an event of progress to b 
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“Whom” is the policyholders of America. 
“Why” when you get 
Are not your and 


field man is 
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my policyholders entitled to the same 
service with its attendant satisfaction that the great institution 
of Life Insurance gives us? We like to think of 
using the Life companies of America 
and faithful servants carry out our 
We our families. We want our 
portunities which education, culture and technical training can 
bring them. We want our debts paid and our wives to have 
an income always from us. We would be heavily burdened if we 
had to carry these on our individual shoulders. What a 
satisfaction it to you and me to shift these responsibilities 
and release all our energies of mind and heart and personality 
for the daily tasks and privileges, knowing as we do that 
should the workings of Fate take us out at any moment that our 
plans for our loved ones will nevertheless be carried on. 

If we might impute to that collection of policies that is in 
the safety deposit box the powers of thought and speech we 
might imagine a conversation like this when they are released: 
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DIRECTION AND REGULATION OF LIFE UNDERWRITERS 
Continued from page 103 
ject which has not been assigned to me. However, we cay 
answer it by saying to the agents, “To each man you se 
present one short, concrete idea that is likely to attract th 
attention of the average man. This idea will not appeal to every 
man you see. But, in the long run, if it is a short idea that 
will attract the attention of the average man it will do as 
much for you with the persons you are calling on.” 
Having arrived at this point the agent wants to know how 
he is to present this short concrete idea. As before, a dis 
cussion of this point would lead to a field entirely foreign to 
the subject matter of this portion of the program. There is no 
intention of creating an argument but it seems that the natura 
answer to the question of how to present this idea ‘is that the 
agent should learn some sort of sales talk and should then go out 
and tell this sales talk to man after man on whom he calls 
So, to the agent we will tell just this; “Learn a sales talk in 
which is presented one short concrete idea that is likely to 


attract the attention of the average man.” Obviously, the general 
agent l 


or manager must help the agent create the sales talk 

If we convince the agent of this point he immediately wants 
to know, “To how many people must I give this sales talk? 
Our reply is that he should give it to as many people as pos 
sible during the beginning period of his career. Of course 
such an answer is too general and covers too much ground to 
be satisfactory. We have arrived at the point now in our 
discussion with the agent where we must be very specific 
We must find some means of describing to how many people 
each day he should give his sales talk. 

I am not a press agent and I have not even asked permission 
to refer to the organization in question, but I think there are 
two insurance service organizations which have solved this 
problem as well, if not better, than anyone else in the business 
and what is more important, they have solved the problem 
from a scientific point of view. I refer to the R. & R. Insur- 
ance Service under the direction of Mr. Oakes and Mr. Palmer, 
and the Diamond Life Bulletins under Mr. Abner Thorp, Jr 
These organizations have analyzed the work of approximately 
14.000 agents and on the basis of these surveys have arrived 
at what they believe is a fair and just standard for judging 
the efficiency of the average agent. They believe that most 
any agent can make at least ten calls a day. With twenty-six 
working days in the month the result is 260 calls every month. 
The average agent can secure at least, as a minimum, one 
interview in every 20 calls. This results in 13 interviews a 


month. 


iy their survey they have arrived at the conclusion 


that from 
these interviews an agent can certainly secure four applications 
a month. It has been generally agreed throughout the Life 


Insurance business that the average policy is a trifle more than 
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The Christmas present policy—‘Somehow I like my job best 


of all because while I only appear at Christmas, I will come 
every Christmas and my coming will always bring sweet 
memories.” 

And so they come upon the stage, each performer playing 
his part in the program of life. What a satisfaction it is to 
you and me to know that these dependable servants of ours 
will see that the things for which we are living are carried 
on when we are gone. As it means so much to us WHY, I say, 


WHY should we not make it mean as much to our clients? 
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LIFE MESSAGE TO TOWN MAN—Continued 

we you have brought one of your high-powered insurance friends 
me and I want you to know that I have turned down a 
half dozen high powered men recently and I am not interested 
in the subject of Life Insurance.” 

“Well!” I said, 
Iam 
site. 


to set 


“IT am sorry that you have the impression that 
1 high powered salesman because I try to be just the oppo- 
What I really called for was to talk with you a little qnd 
your point of view and see if I had anything which would 
interest.” He said: “That's fair enough. Let me tell you 

how I am fixed then if you have anything to suggest 

I will be glad to listen.” 

Well, he talked for fifteen or twenty minutes straight and I 
listened attentively and when he had finished I congratulated him 
on his plan and ideas and I said, “There is just one idea which 
occurs to me which might be of interest to you,” and I gave it to 
him. He said, “Say that over again.” I did and then he thought 
for or three minutes, then lifted up his head, looked at me 
and said, “I believe you have sold me some insurance.” I had 
because he me his check for over $900 a little later. All 
there was to it I simply showed him a way of improving his plan 
which hadn't occurred to him and I did it 
his point of view. 

grd. USE A PREPARED 

In small cases I recommend what I e¢all a 
That is, a talk in which the points are given 
and which has been carefully prepared in advance. I recommend 
that talk be written out carefully and then forgotten. 1 
find that after a man has written out a good talk he will usually 
forget it unconsciously. As illustration of the value of 
plan I my nephew in the business last October. 
studied background and ideas for about a week and then 
a splendid presentation. During his first week in the 
he five and during his first ten months in 
the business he paid for over $250,000. He tells me that he expects 
to pay for $400,000 for the year ending January Ist next. Of 
course, he has plenty of sales ability and has a good personality 
but there is no question but what habit talk has helped. I 
might however, that it is a tremendous job to build up a 
talk of this kind. It usually has to be written and rewritten 
several times and it involves a great amount of thought. 

In larger cases | believe it is absolutely necessary to have a care- 
ful preparation. I know that most big writers take lots of time 
to prepare their Clay Hamlin, who paid for over eleven 
millions last year, and has already paid for over ten millions this 
year, tells me that he frequently hours in thinking out 
plan before the interview. In case I know he sat up 
until three o'clock in the morning just thinking the case through. 
I like to get a man’s point of view, his general background 
general situation in mind and then to sit down with pencil 
paper and think it out. I usually make a number of 
frequently go these with my client. As a 
bigger the case the greater the need for preparation. 

ithe DEVELOP YOUR CLOSING WALLOP. 

This is the final point of my four and the final point in the sale 
and the most important of all because if you don’t close the case 
your client doesn't get any insurance and you don’t get any 
commissions. The world is full of salesmen who are wonderful 
explainers but who don't know how to close business. Here are 
just a few The why most men are poor 
closers is because they have nothing left on which to close. In 
other words, they have used up all their ammunition before they 
reach this point of the sale. I always make it a point to save at 
son for buying. The savings feature is a very 
have in Then along with these there 
should be five or six other good closing points such as the “can't 
lose’ idea, the summary, ease in settlement, savings in rates, ete. 
But you really ought to have about sixty points in reserve rather 
than five or six. It is the resourceful man who gets the business 
-1 man who begins where the other fellow ordinarily leaves 

I believe it is a good plan to make at least three attempts 
to close in each real interview. On the first attempt the man 
will usually turn you down and on the second attempt you use 
practically everything you have. 

Here is an idea which I have found to be helpful. After a man 
has turned me down the second time I frequently accept the turn 
down in a good spirit and say, ‘‘Well, of course you are the man 
to decide this matter but let me, for my own information, see 
Which points have appealed to you.” I then review the various 
Suggestions and ask him his opinion of them and thereby try 
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to locate the trouble. Quite often there is just some little thing 
standing in the way which can be cleared up. In other words, 
I get the guard down and then bring all my forces to bear on 
this single objection. Another point in closing is to be enthusias- 
tic. Don't hesitate to show your enthusiasm. Enthusiasm is the 
greatest closer in the world but the trouble is we stiff- 
faced and rigid that we fail to show what we think 
about our proposition and our Company. Surely in the 
greatest business in the world and we are doing a man a great 
favor when we help him to buy our goods, and if we can’t be 
enthusiastic about our business we can’t be enthusiastic about 
anything. 

To summarize in a word, here are my four points. 
and intelligence in the selection of prospects. Use ruthless elimi- 
nation in securing your prospects. Use your head in the selec- 
tion of names and use your feet to get in touch with people who 
will give you names. Get the prospect’s point of view before 
you try to sell him anything, and adapt your ideas to his needs. 
Third. Use a prepared presentation so that you can present 
your proposition easily and efficiently and in larger cases take 
time to prepare your ideas carefully before you get to your 
man. Fourth and lastly develop your closing wallop by keeping 
at least one real reason in reserve and by being resourceful and 
especially by showing your enthusiasm for the greatest thing in 
the world. 
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LIFE MESSAGE TO COUNTRY MAN—Continued 


as we do among rural people. At this juncture I feel it incumbent 
upon me to state that your plan of service must start when the 
policy is delivered which should never be mailed but personally 
handed the insured. Show him then the extension features which 
he may need to use for seasonal or marketing reasons. Point to 
the increased values as he makes his yearly deposits, and explain 
the outstanding things that you stressed when you took his ap- 
plication. This time is not wasted but confirms the confidence 
he placed in you and your company when he consented to apply 
and be examined. This is the service plan of the policy, but the 
golden rule service of your own self in helping the farmer out- 
side the scope of business is a less tangible but by 
the most important. Doing the little, the menial things that 
confront the farmer in his daily work that trouble him which 
by your knowledge of things may bring relief and happiness to 
him is a service which he can not measure. The tax 
blank, methods of levying taxes in political subdivisions, ways 
and means of securing good roads, may seem of passing interest 
to some but the Life Insurance man who is alert will help the 
farmer understand and enlighten him if he becomes his insurance 
and business counsellor. Interest in the farmer's clubs, his boys’ 
and girls’ junior societies will bring an increment of business 
which is hard to estimate. The boys and girls of the farm today 
are the insurance buyers of tomorrow and your 
now will give you an endless chain for the future. 

This message then must be borne by an aristocracy of intellect 
and service. Aristocracy, for there is no more noble work. Pro- 
tection by nobles and knights because our messages carries the 
immortal message of good cheer and comfort to the loved ones 
when the insured can labor no more. Aristocrats with intellect 
because we must have a detailed knowledge of our business and 
that of the farmer himself. Aristocracy of service because we 
must go beyond the confines of business and bring joy and hap- 
piness to the farmer. The human factor that makes of our job 
a sunshine mill when we greet the farmer and share his ills, 
makes us Sir Galahads spreading good will and finding the Holy 
Grail of Comfort. 

Isn't ours a great mission to interest the farmer in his boy’s 
education by placing protection on his own life or that of the 
boy for a purpose of betterment, or protecting his earning power 
and continuing himself by replacement insurance? Isn't ours a 
high calling when a $1,000 policy may bring as much sunshine 
in the home on the bleak prairies as the million dollar contract 
payable to some gigantic moving picture syndicate? Are we not 
then great knight-errants or aristocrats of intellect and service 
when we fulfill the mission of selling ourselves in character build- 
ing, in betterment of the rural home and perpetuation of a 
strongly knitted rural community life? The lapsation problem, 
the most costly obstruction in the path of rural insurance build- 
ing, will be solved if we will live up to our high mission of in- 
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REGULATION OF LIFE UNDERW’RS—Cont. 
$4,100 as the amount of the average applica- 
our average agent should be able to produce 
> every month and this will give him $196,800 
for the year, or approximately, the desired amount of $200,000. 

Having arrived at a basis which we can describe to our pros 





use 
find that 
$16,400 of insurance 


pective agent he naturally wonders whether or not it can be 
done by just a normal average man. The best way to answer 
this is to give specific illustrations of actual cases where this 


and more than this is being done. The illustrations in this case 
range from the city of Syracuse with a population of about 
150,000 to Pittsburgh with 600,000 and finally to New York City. 

There is 


an agent in Syracuse who entered the business in 
March of this year. All the statistics were against him. In 
this respect you may have heard of the remark of Mark Twain 
to the effect that there are three kinds of liars in the world, 
“Plain liars, damn liars and _ statisticians.” This particular 
agent had never been forced to work for anything. His father 


was wealthy, he had 


out 


no knowledge of the 
ness, he was just of college, he had 
of kind, and one was dependent 
imbued with an ambition to do something. From the first part 
of March to the middle of July, when I last heard of 
perience, he had sold and paid for over $130,000 of Life 
ance and was continuing at a 
He was the sort of agent who 
a slip of paper what he was 
He then pasted that paper 
not stop until he accomplished 
was urged to attend the 
Underwriters. He would 
conference took place he was present. 
agent that the reason he had not promised to attend was 
cause he could not that until he had completed that 
work. He set a goal of $25,000 for himself that week 
he accomplished this he immediately took a train for 
where the conference was held. The question 
“Tlow he it?” answer is, “By meeting 
and keeping up his Every bit of his work 
total strangers. has found that by calling on 
can of them. 
There Pittsburgh 
He sells something 
year. His working 
mendously He starts 
and man in that 
sales just as simple as his working methods. 
ike this. “Mr. Prospect, I am with the X Y Z 
Life Insurance Company and would like talk Life Insurance 
to you.” If he any sort of negative answer he makes 
no attempt at creating interest and merely passes on to the next 
man. The fact is, probably, that he doesn’t sell Life Insurance, 
but merely takes orders for it. He calls on such 
number of people every day that he actually finds 
number of them who had been thinking of buying 
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as any 
along 
The only 
that 
if he does eall 
at it he cannot 
Insurance, 


is 


a can least 


In Pittsburgh there are two other striking illustrations of 
how planning one’s time results automatically in sales efficiency. 
Several years ago in Pittsburgh there was a man working for 
the Pennsylvania Railroad. His duties were of a clerical nature. 
Someone sold him the idea of entering the Life Insurance busi- 
ness. He went in the business with the Provident Mutual Life. 
Today he educational director for that company and when 
he left Pittsburgh he had a record behind him of one application 
for every week for over nine years. I know him well and his 
work inspired me tremendously while I was in Pittsburgh. In all 
due respect to him, I do not think that he himself would be 
wished to be called a high pressure salesman. I hope he is here 
He is Charles A. Tushingham, educational director of the Provi- 
dent Mutual Life. In this connection, Mr. Tushingham for one 
and one-half years worked with Mr. Rockwell as a member of the 
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facutly in the Pittsburgh Life Insurance school. He kept 1p his 
record of at least one application a week during this tine. 

There is another man in Pittsburgh who has turned jin , week 
record in some ways more remarkable than that of Mr. Tushing upp 
ham. For a great many years he has been a general agent. Ip “it I 
spite of the fact that he has been carrying on the duties of 4 me 
general agent he has created for himself a record of one aj plica mont! 
tion every week for over 12 years. I refer to George W. Kyan All! 
general agent in Pittsburgh for the Provident Mutual Insurane Ww 
Company. How does he do it? Simply by planning his tin end © 
so as to conserve every minute and by following his plan me W 

Before I tell you of two men in New York City I woul: like bit of 
to have your permission to tell of my own experience in litts. numb 
burgh. I told you that Mr. Tushingham inspired me very much cured 
Possibly he did not know it himself. When I learned what hy his =! 
was doing I was determined that I was going to see what | the « 
could do. At the beginning, I probably made a very serious last 
mistake in creating a wrong mental attitude on my own part num 
It so happened that at that time I was carrying on quite a few an ah 
outside activities besides those of selling Life Insurance. Be as ol 
cause of this fact I said to myself that probably I would not same 
be able to produce one application a week but that I cert:inly less 
could produce an average of one every week That is where | his a 
made my mistake in admitting in the beginning that I could not trifle 
produce one every week. Then for a period of 47 weeks, at Th 
the end of which time I went to Chattanooga with Mr. Kock pres: 
well, I had the satisfaction of producing an average of one him 
and one-half applications a week, I proved to myself that to £ 
it could be done. Certainly, no one can call me ai high pres men 
sure man. I wish I had that ability. But once I set my heart took 
on producing an average of one application a week I was not elev 
satisfied until I gained my objective. I went three weeks onc futu 
without an application and the following Sunday I secured of t 
four. But I had to walk two miles in the country to get them If 
These things are only mentioned because I don’t wish to tell Nov 
men that something can be done if I have not done it myself Bay 

Again with your permission I would like to tell you about fom 
two men in our New York City office. Each case is unusually in pane 
teresting. The first one is that of a young man about 30 years whi 
of age who is single and living with his parents The Creator =a 
gave him a bashful disposition. He almost apologizes to his 7m 
prospect for calling on him in his office. In 1925 he paid for the 
$96,000 of business, At the end of last year he came to me and wa 
told me that he was going to plan his whole work on ai cold aS 
canvass basis for the year of 1926. I told him that if he oh 
would do it he would make more money than he ever made ae 
In spite of his natural handicap, during the months of April, “? 
May and June of this year he paid for $101,000 of business en 
So far this year he has paid for $150,000. I asked him not aes 
long ago to tell me how he did it. He said that he would mt 
call on fifteen people in a day and that he found he was getting ms 
one application out of every 30 calls. I told him that because ay 
of these figures I would expect an application every two days Lit 
or two applications a week from him and as a matter of fact 
it is a poor week in which he does not bring in two applications 
They are not large ones, it is true, but he is building wu ho 
perfectly splendid clientele. He is doing it by planning his en 
work every week. He has a list of names placed in order «and At 
all he does is keep calling. I think if this man, who is so ex ad 
ceptionally bashful, can turn in such ai nice piece of work to 
then any man can. m 

And now for the last illustration. It is of such a= nature 
that I receive more inspiration from it than from any thing th 
else I have seen or experienced since I entered the Life Insur st 
ance business. in 

One day in May, 1925, a rather awkward and fairly shabbily fi 
dressed man answered one of our advertisements for s:les- e 
men. He hemmed and hawed about three minutes before he u 
told me what he came for. He had practically no selling ex 0 
perience and he knew practically nothing about the Life In y 
surance business. He was married, had a wife and baby «and Dp 
a mother to support, and was trying to pay for a home. I! h 
knew that he would work and I took him. He started June 
6, 1925. He spent the first four weeks in our training course. , 
At the end of December, 1925, he came to me and said that 3 
he wanted me to know what he had done. I had been watching r 
him closely and had a pretty good idea what he had accom- t 
plished. 

He told me that if I would name any week in the past six 
months he would tell me how many calls he had made that 
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week, how many interviews he had secured and how many 
applications he had obtained. To use his own words, he said, 
“If I enter a man’s office now and he is not in I know that 
I made $2.18 by opening his door. The commission for six 
months divided by this number of my calls equals $2.13 a call. 
All | do is keep on calling.” 


We made him a supervisor the first of this year and at the 
end of June this year he came to me again. He wanted to tell 
me what he had done his first year in the business, In a little 
bit of a book on one page he had some figures. They were the 
of calls he had made, number of interviews he had se- 
cured and the number of applications he had obtained during 
his six months as an agent. On the other side of the page were 
the calls, interviews and applications secured as a supervisor the 
last six months of the year. It was interesting to note that the 
number of calls as a supervisor was only about 40 less than as 
He had been working himself just as hard on a salary 
as on a commission. The number of interviews was less by the 
same proportion. The number of applications was only slightly 
less than the first six months, indicating that he was improving 
his ability in closing cases. The amount of Life Insurance was a 
trifle more. 


number 


an agent. 


The point of his whole experience is just this. The first im- 
pression we got was anything but favorable, but, some place in 
him was the divine spark of ambition. He knew where he wanted 
to co. We preached and preached to him along with the other 
men that if he called on men he would sell them insurance. He 
took our word for it and today I look upon him as one of the 
cleverest salesmen of Life Insurance in my acquaintance with a 
future limited only by his energy and ambition. In no sense 
of the word is he a high pressure man and he never will be. 

If you will permit me, I will sum up the subject in this manner. 
Down deep in our hearts every single one of us knows that “You 
have to tell ‘em in erder to sell ‘em, you have to see ‘em to tell 
‘em, therefore, you ‘em.”” One of the 
most tragic things in my experience in the past 18 months, during 
which I have interviewed about 2,000 men looking for a change of 
work is that there is such a small number of men who have 
any idea of where they are going or how they are going to get 
there The insurance simple yet so few of us 
actually think so. It is simple because all we have to do is call 
on people, and tell our stery to them. You all know that prac- 
tieal no man living could call on ten peop’e every day for a 
year without selling somewheres around $200,000 Life Insurance. 
Ide not hold this up as the final achievement, but those of you 
whe are general agents would give one-half your lives if you 
could find 100 men, each one of whom would pay for $200,000 4 
year and those who are agents know as well as you know your 
own name that if you will call on ten people every single work- 
ing day you cannot help but sell a very respectable amount of 
Life Insurance, 


have to see ‘em to sell 


business is so 





I do not care if these ten calls are of a cold canvass nature or 
not If they are not, then use a little ingenuity in creating 
enough contacts so that you can make ten new calls every day. 
An easy way is to use the methods of Mr. Duryea in sending 
advanee letters to the prospects telling them that you are going 
to call on such and such a day, at such and such a time. The 
main thing is to make the ten new calls every day. 

Ir in your heart of hearts you agree with what I have told you, 
then let me make this proposition to you. Supposing I repre- 
sented a large manufacturing company in this country. Suppos- 
ing I told you that I would pay you $2,500 in salary for your 
firs’ year to work for me if you signed a contract with me to 
call on ten people every single day and tel] them about the prod- 
uct manufactured by my company. All you have to do is call 
on ten people a day, and I will give you $2,500 in salary and if 
you call on more than ten people every day your salary will be 
proportionately larger. If I offered you this kind of a contract 
how would you direct and regu'’ate your efficiency ? 


The only direction that would be needed would be to direct 


your will power. This wouldn't be very hard if you knew you 
would get $2,500 a year for calling on only ten people a day. 
The only regulation that would be required would be to regulate 
the locality of your calls so as to save time. I ask you in all 
sincerity and honesty with yourself, would you sign that kind 
of 2 contract? You know that you would and what is more im- 
Poriant you Know you would direct and regulate your efficiency 
in such a way as to make a great many more than ten calls a 
day in order that your income would be proportionately larger. 


















































You would know that your opportunity was limited by nothing 
else than your willingness to work and your endurance. 


Frankly, I cannot see any difference between that kind of a 


contract with a salary and the proposition that we have in our 
present business. 
will realize that our present opportunity is even greater than it 
would ever be under a salaried contract. 
almost silly to talk about direction and regulation of efficiency. 
All we have to do is direct ourselves to the next call and regu- 
late our calls in such a way to make as many as possible in a 
day. 


If we will be only honest with ourselves we 


In one sense, it seems 
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been quite successful in rehabilitating companies, be placed in 
charge of operations. 
sure this man to protect them against financial loss. It did not 


I suggested to the bankers that they in- 


require much effort on my part to convince them that this was 
good business and I immediately placed $150,000 insurance on the 
life. 

Another company, in pretty much the same position, with an 
old and highly respected history but with an unfavorable balance 
sheet, came to my attention and I suggested to three men, whom 
I learned had large sums invested in this company, that they 
put in a new man to manage the property and insure his life. 
On June 3, 1925, I placed $250,000 on that life. 

In 1919 I learned through an intimate personal friend, a lawyer, 
of the very rapid development of a very large wholesale business. 
The president of the corporation had died eight months before 
and they had been embarrassed because of the attitude of the 
banks in the matter of outstanding loans. About this time a 
younger brother of the deceased president had been made presi- 
dent and I sold the directors the idea that they should insure 
the life of their new president for the benefit of the business. 
At that time I delivered -$600,000, payable to the company. 
Sometime thereafter I approached the president about taking ad- 
ditional insurance. I had several lengthy sessions with him and 
during one of these sessions he said that if a certain bank to 
which his firm then owed $500,000 would advise him to increase 
his insurance he would do so. I called on the vice-president of 
that bank, whose particular duty it is to make loans, and dis- 
cussed this matter and at my request said banker wrote the 
manufacturer saying that he thought he should increase his in- 
surance. The following day this man took $400,000 additional 
insurance. Several years have passed, and at this time this man 
is insured for more than $3,000,000 for the benefit of the business. 

I have long entertained the opinion that the Life Insurance 
business is the greatest business in the world and that those of 
us who are permitted to represent the great institution of Life 
Insurance should truly and properly represent it; in so doing, 
it is not necessary for us to make any apology. On the contrary, 
I am convinced that it, will always pay a Life Insurance agent 
to defend his business. You and I are well aware of the fact 
that as we go about our work we are often tempted to do things 
which we know are absolutely wrong. Many times these things 
can be done and we will be temporarily rewarded therefore, but 
in so doing we lose our self-respect and lose the respect of others. 
Ofttimes we spend days, weeks and months working up a case 
of insurance and then lose it because we will not 
secretary or relative to be licensed so that he or she may legally 
share the commission on the case 

For example: Many years ago I solicited a prominent banker 
and secured his application for $100,000 insurance. The policies 
were promptly issued and I made several attempts to collect the 
premium. The prospect avoided talking with me. I finally suc- 
ceeded in getting at him and he told me that he was very sorry 
that he would not be able to complete transaction because he 
had learned that his nephew, who is also his secretary, was in 
the Life Insurance business, and he would have to give the busi- 
ness to the nephew. I learned the name of the nephew and took 
the matter up with the insurance departments of the states of 
New York, New Jersey and Connecticut and from these depart- 
ments I learned that he was not authorized by any of these de- 
partments to solicit insurance. I then called at the place of 
business of said banker and submitted the facts to him. I took 
the precaution to take with me the code of the State of New York. 
Said secretary, at my request, was summoned to appear before 
his uncle, my prospect. The uncle said to the secretary. “Mr. 
Priddy present to me letters from the superintendents of insur- 


Continued on next page 


cause some 
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ance of three states hereabout, all of which state that you are not 
licensed to solicit Life Insurance, and he shows me that section 
of the law of the State of New York which deals with the mat- 
ter of soliciting Life Insurance. This law states that it is a mis- 
demeanor to solicit Life Insurance without first being licensed, 
and punishment therefor is a fine of $500. What makes you think 
you are a Life Insurance agent?” I took some part in this dis- 
eussion, at the of which my prospect directed 
secretary, the would-be agent, to draw a check for $5,062. Years 
have passed, and this man has purchased more than a $1,000,000 
of insurance, and one of his sons has purchased more than $300,- 
000 and another of his sons has purchased more than a $100,000, 
but never again has this secretary, this would-be agent, attempted 
to interfere with me in the legitimate prosecution of my business. 

Some twenty-three years ago I 


conclusion his 


called 


on a certain prominent 
citizen who had come to New York from Virginia. He told me 
that he could not pass examination for Life 


Insurance but that 
he had a son who had just been graduated from John Hopkins 
University and who was then identified with his business 
whose life he would like for me to place $10,000 insurance. I 


was at once introduced to the son and he at once signed an ap- 
plication 


upon 


and was promptly examined. When I undertook to 
deliver the policy he made a bitter fight for a rebate. Several 
interviews followed and I finally induced him to pay me the 
money. I convinced him that it was wrong for me to give him 
a rebate and that it was absolutely wrong for him to ask me 
to give it. Although he has been solicited by dozens of agents 
since that time only one other person has 


ever sold him any 
Life Insurance and that was bought as an act of charity; whereas 
I have sold him thirty policies for $300,000. 


August 18, 1914, I sold a son of a then prominent banker $10,- 
000 twenty payment life. That was a reasonable sum for him to 
purchase, because he had just graduated from one of the 
New England colleges. Two or three years thereafter I sold him 
$50,000 additional. In the meantime he had become member of 
a prominent stock exchange firm and this firm was financing a 
great manufacturing and industrial enterprises. Someone 
convinced them that they should conduct an Insurance Department 
of their own and the same was established. In due course they 
undertook and did actually engage in the placing of Life Insur- 
ance. I learned of this fact and called on my friend 
with him the propriety of their doing such business. 
lengthy and heated discussion, at the conclusion 
him I was not interested in whether or not 
the business of general insurance, but that 


been 


many 


to discuss 
We had a 
of which I told 
his firm engaged in 
I would leave nothing 
undone that I could do to see to it that they ceased operations in 
the Life Insurance field. 


Upon investigation I learned that two of their men were licensed 


to solicit Life Insurance for two different companies and I took 
the matter up with both companies and had both licenses and 
both contracts cancelled. This made my friend very angry and 
I saw nothing of him for several years. Last 


November I was 
passing in the vicinity of his place of business and “something” 


told me to call on him. I went to his office and was fortunate 
to find him in. He expressed surprise at my appearance and 
asked what he could do for me. I had felt that, perhaps, if I 
would put up a good fight, I might sell him $25,000 new insur- 
ance. I succeeded in getting a private audience with him anid 
after a lengthy interview found that he was inclined to take a 
small amount of additional insurance. I had him sign an applica- 
tion in blank and promptly made arrangements to get him ex- 
amined. In the meantime I learned from reliable 


sources that 
he had made a great deal of money in the past six or eight years 
and I actually delivered one million dollars new insurance. I 
am convinced that this would have been impossible if I had not 
made the fight I did with this man of the 


because 
involved. 


principal 


There is 
June 2, 


man in 


a New York to whom I sold $5,000 insurance 
From 


1908. time to time I have sold him additional in- 
surance and he now carries $165,000, $100,000 of which was bought 
to “put up” with a trust company to guarantee the payment of 
alimony. This may give you a new idea for the of Life 


use 
Insurance. 


August 3, 1905, I met a certain young business man who had 
recently spent more than two years in Colorado on the advice of 
his physician. Several agents had solicited him for insurance and 
when he tuld them of his residence in Colorado and the reasons 
therefor they quickly let him alone. When he told me his story 
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I at once set to work to learn whether or not he was then insur. 


able in spite of his residence in Colorado. 
by ¢ 














I had him examined 
1 number of doctors, some of whom looked upon him wit) 


favor. I had three x-ray pictures made and had him exainineg 
by distinguished specialists. I submitted these pictures and rr. 
ports to a number of Life Insurance companies and at that ting 
secured $30,000 insurance, all with an extra premium. I have 
followed this case from that time to this and have, within the 
past six months, put $200,000 new insurance on the life and at 
this time the man carries seventeen policies for a total of $1,000. 
000. It pays to diligently prosecute any case intrusted to you and 
to follow it for all time. 
weeks ago I met socially a prominent banker. A few 
minutes after meeting him he asked me if I were not in the Life 
Insurance business. He stated that he so understood and asked 
if I would give him some advice about an application then pend. 
ing. There were fifty or sixty persons present and I told him 
that I preferred not to discuss any such matter at that time but 
that I would be glad to call at his office and render any assistance 
possible. The following morning bright and early I was at his 
office and he told me that he had an application for $5,000 pending 
for several weeks and that the agent told him a new tale 
week as to why the insurance was not issued. I told 
him I was not interested in having him rehearse these details to 
me. “What I want to know is, do you want Life 
He answered this question in the affirmative and I immediately 
had him examined. Four o'clock that afternoon, to his amaze- 
ment, I delivered to him a poliqy for $25,000 and secured his 
check and both of us have been happy ever since. He 
I am a Life Insurance agent and not an “order taker.” 
Sometime ago I called on a rich young man to try to induce him 
to add to his Life Insurance. I Knew that he had 
eral million dollars and had no children, although 
marrie| several years. I made little progress in 
buy. In other words, I had not yet presented a 
should buy additional insurance. I also knew 
much interested in different charities 
paid a very large income tax. I called his 
that premiums paid for Life Insurance, 
organized charities, or educational 
cent of his income” 
income. I 
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reason 
that he 
and I knew 
attention to 
payable to 
institutions, “up 
could be deducted in arriving at his taxable 
elaborated this and succeeded in securing his 
application for $600,000, This may open an avenue for new busi- 
ness to some of those present. 
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Many years 








ago I called at the office of the late J. Pierpont 
Morgan and asked if he would introduce me to a certain man who 
then a 





























was junior officer of a great business with which the 
Morgan firm is closely identified. Mr, Morgan very kindly con 
sented to introduce me and called the man on the telephene, 











telling him he was sending a young man down to see him. 




















With- 
out delay I called to see this man and was, of course, very 
graciously received. After a little visit 1 told him the purpose 














of my call and when given this information he immediately arose 
and asked “why’ Mr. Morgan had told him the of 
my visit. He remarked that he not interested In- 
surance and that time and effort coyld have saved if Mr. 
Morgan had told him the purpose of my eall. I said to him that 
I could not explain why Mr. Morgan had not gone into the detail 
of the matter with him and that if he would like to know the 
reason “‘suppose you call Mr. Morgan on the telephone and ask 
him for an explanation.” Naturally, nothing was farther from 
the mind of the man in whose presence I then stood than to ask 
an explanation of J. Pierpont Morgan. He insisted that he was 
not the least bit interested in Life Insurance, but the fact remains 
I took advantage of my introduction and then and there sold 
him $20,000 insurance and have since sold him more than a dozen 
policies for approximately a half million dollars. 
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January 24, 1901, I came 
ness with 
New York. 
grapher. 


in contact in the regular course of busi- 
man who was then a court reporter in the City of 
He was regarded as a capable and careful steno- 
I then sold him $10,000 insurance. A number of years 
ago I tried to induce him to do a certain thing with Life Insur- 
ance, but he had some misgivings as to whether or not he should 
do it. He took the matter up with the president of my company 
and the president of the company, according to his statement, 
told him that I knew more about the matter in question that he, 
the president, did, and he said to my client, “You will make 10 
mistake in following the advice he has given you.” This mun 
has occupied many positions of responsibility and power in the 
Nation, has served as Secretary of the Treasury of the United 
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States, and many times during the years that have passed I have 
induced him to add to his Life Insurance holdings. Today he is 
insured for several hundred thousand dollars and is a most valu- 
able client and highly respected friend. 

These cases will serve to illustrate a few of the applications of 
Life Insurance to present-day needs. I could cite five hundred 
other cases if time permitted. They will also serve to indicate 
that it has been my experience that it always pays to help others 
and it never pays to say unkind things of a fellow-worker. If you 
will serve your clients to the full extent of your ability, always 
keeping their interests above aJl else and keep in touch with them 
constantly as they grow and develop your business will grow an 
multiply. 

You will recall that in the very beginning of my talk I stated 
that, in my judgment, a mastery of our business coupled with 
boldness and brevity are absolutely essential. To illustrate these 
qualities I will recite two recent interviews: 

I called on my old-time friend, Honorable Myron T. Herrick, 
now Ambassador to France, and told him I was anxious to have 
him intreduce me to certain men with whom he is closely asso- 
ciated in business. I named the men I wished to meet. Mr. 
Herrick replied that, in his judgment, no good purpose would 
be served by meeting them, because he was quite sure they could 
net be interested in Life Insurance. However, I insisted that he 
introduce me and leave the results to me. He graciously con- 
sented to do so and arranged an appointment with one of them 
for the following morning. I kept the appointment and at the 
conelusion of a fifteen minute conference with the man, the presi- 
dent of the company, I had secured his application for $500,000 
insurance. He, in turn, introduced me to the vice-president and 
I secured his application that same day for $325,000, and within 
a week I had secured more than a million dollars insurance as the 
result of that introduction. We cannot over-estimate the impor- 
tunce of properly meeting people and these introductions may be 
secured if we proceed wisely. 

Some months ago I learned that the president of one of the 
greatest banks on the face of the earth had signed a contract to 
spend more than a million dollars for a home. I had previously 
sold this man several hundred thousand insurance and I tele- 
phoned his secretary and asked for an appointment. Within a 
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short time the secretary called me back and said that his principal 
would be glad to see me at a quarter to four the following after- 
noon; but that if I hoped to interest him in taking additional 
insurance, it would be useless for me to see him. In spite of this 
statement I kept the appointment and when I was ushered into 
his private office I asked him if I might close the door behind me. 
This was an unusual procedure, but he had told me that he would 
give me fifteen minutes only, and I closed the door to avoid 
interruption. Even then, he was quite positive that he was not 
interested in increasing his insurance. However, I said, “Within 
a year you have put a half million dollars in two country homes 
and on yesterday you signed a contract to put more than a million 
dollars in a new town house.” He inquired the source of my in- 
formation which I did not disclose, but he admitted that the 
statements made by me were true. I said, “You have been won- 
derfully successful; you have made a lot of money in the past 
five years, but if you should die within the next five years your 
family cannot afford to maintain these wonderful homes, and it 
is my judgment that you should make it possible for them to 
continue to live as they now live. 1 know of no way for you to 
do this other than through Life Insurance.” A brief discussion 
followed and within ten minutes he had signed an application for 
a million dollars new insurance. 


LIFE MESSAGE TO COUNTRY MAN—Continued 
tellect and service and the iconoclast who would tear down what 
he terms golden images of high cost protection will never find 
a field for his insidious system of twisting business for personal 
profit if we put character and golden rule service into our life 
underwriting. 


The rural man you must serve 

In every way you can, 

And with every muscle and every nerve 
Show him that you're a man. 


The man behind the moving plow 
Has a place in his heart for you, 
Who presents a message here and now 
That sounds with a ring clear and true. 





REPORTS UPON COMPANIES AND ASSOCIATIONS 





AMERICAN FARMERS MUTUAL LIFE INSURANCE COMPANY, 
DES MOINES, IA. 
New Company 

This company was incorporated under the laws of Iowa on 
June 8, 1924 as a mutual legal reserve life insurance company. It 
received its license to operate August 27, 1926. Further informa- 
tion regarding this company will appear in this paper at a later 
date. 


AMERICAN HOME LIFE INSURANCE COMPANY, 
TERRE HAUTE, IND. 
New Company 

This company was incorporated under the laws of Indiana De- 
cember 31, 1925 as a mutual legal reserve life insurance company 
ind received its license to operate as such on July 29, 1926. More 
complete information regarding this company will appear in this 
paper at a later date. 


BANKERS LIFE INSURANCE COMPANY, 
LINCOLN, NEB. 
Preferred Low Rate Policies 
This company has announced the issuance of Two Preferred 
Low Rate non-participating policies. These policies are not to 
be written for an amount smaller than $5,000, but may be written 
for any larger amount. The following rates for these policies are 
for $1,000. 
Preferred Low Rate (Ordinary Life) 
Age 20 235 3 35 40 45 50 55 
Prem. $13.48 $15.10 $17.19 $19.91 $23.50 $28.60 $35.81 $45.82 
Preferred Low Rate (20 Pay Life) 
$20.72 $22.53 $24.71 $27.40 $31.03 $35.90 $42.37 $51.19 


Prem, 





CANADA LIFE ASSURANCE COMPANY, 
TORONTO, ONT. 
Re-enters New York 
This company which withdrew from New York on December 31, 
1906, has been recently licensed to transact business on the partici- 
pating plan only. 
CONNECTICUT GENERAL LIFE INSURANCE COMPANY, 
HARTFORD, CONN. 
New Accident Contract Provisions 
The Connecticut General has just announced a new full coverage 
accident policy. The contract pays double indemnity for auto- 
mobile and street accidents in addition to the usual travel acci- 
dents. Airplane travel accidents are covered for single indemnity. 
X-ray examination expenses are paid, besides the usual surgical 
and hospital benefits. The new benefits are in addition to the 
benefits contained in standard accident contracts. 
“The contract in other respects is like the company’s standard 
full coverage F accident policy, except that it provides one more 
additional benefit, an allowance for X-ray expenses.” 


DETROIT LIFE INSURANCE COMPANY, 
DETROIT, MICH. 
New Limits—Non-Medical Life Insurance 
About nine months ago, as an experiment, this company decided 
to accept applications up to $1,000 upon the non-medical plan. 
Thus far, this plan has proven itself such a complete success that 
it has been decided that the non-medical plan can, at this time, 
safely be extended so as to permit of the writing of non-medical 
applications where the amount of the insurance applied for does 
not exceed $2,000. 
Continued cn page 113 








SPECIALISTS — INSURANCE PROFESSIONS 








ATTORNEYS 
FLORIDA ILLINOIS MISSISSIPPI 
McKINLEY & KILLINGER 
J. CARL LAMBDIN Suite 821, CONTINENTAL & COMMERCIAL WATKINS, WATKINS & EAGER 


Specializing in legal and advisory service to 
insurance companies. 
Investigations and adjustments. 
Trial work. 
Represent leading companies. 
References on application. 
First National Bank Building 


ST. PETERSBURG, FLORIDA 











BANK BUILDING 
208 SouTtH La SALLE STREET 
CHICAGO, ILL, 
INSURANCE & CORPORATION LAW 
A. A. MCKINLEY 


Formerly Attorney for GEORGE F. KILLINGER 
Insurance Dept. of Illinois 






ATTORNEYS & COUNSELORS AT LAW 
WATKINS- EASTERLING BUILDING 
JACKSON, MISS, 


Specializing in Casualty, Fire and 
Life Insurance Practise 











MISSOURI 





GILES J. PATTERSON 
FLORIDA. NATIONAL BANK BLDG. 
JACKSONVILLE, FLA. 


Represent: London Accident & Guarantee Co; 
Southern Surety Company; Atlantic Life Insurance 
Company: New York Title and Mortgage Cem- 
pany; Jefferson Standard Life Insurance Company; 
Ind ity I e Company of North America. 








STEBBINS, GAREY, L’AMOREAUX & HURTUBISE 
208 SOUTH LA SALLE STREET 
CHICAGO 


LEWIS A. STEBBINS 
Formerly was for seventeen years 
General Counsel for the National 
Life Insurance Co. of the U.S.A. 





ILLINOIS 


KENTUCKY 





HE PROFITS MOST, WHO SERVES BEST 


JAMES P. MEAD 
ATTORNEY -AT- LAW 
401-2 BARTLETT BLDG. 
JOPLIN, MISSOURI 
INVESTIGATIONS 
LITIGATION 


ADJUSTMENTS 















HERMAN L.EKERN ERWIN A. MEYERS 
208 SOUTH LA SALLE ST. 
CHICAGO, ILL. 

Specializing in legal and advisory service to 
insurance companies and societies including 
Insurance Department practice, organization, 
reorganization, consolidation and reinsurance 

of companies and societies and tax matters. 











ALLEN, HARRIS & ALLEN 
ATTORNEYS-AT-LAW 
ODD FELLOWS BUILDING 
MORGANFIELD, KENTUCKY 

Equipped to do Court work, handle investigations 
and make adjustments anywhere in Western Ken- 
tucky. Represent Leading Companies. 

References: Union County Bank & Trust Com- 
pany. and Peoples Bank & Trust Company, Mor- 
ganfield, Kentucky. Others furnished upon request. 





NEW YORK 











JOHN MCELRAEVY, JR. 


50 Court ST. BROOKLYN, N. Y. 


GENERAL COUNSEL. 
ALFRED M. Best COMPANY, INC, 


WILL ADVISE ANDO REPRESENT ATTORNEYS 
OF OTHER STATES IN NEW YORK MATTERS 








MINNESOTA 








SOUTH CAROLINA 











ERNEST E. WATSON 
ALL LINES 
REPRESENT COMPANIES ONLY 
INCLUDING DEFENSE OF NEGLIGENCE CASES 
936 ANDRUS BUILDING 
MINNEAPOLIS 











CORNELIUS OTTS 
LAWYER 


825-6-7 MONTGOMERY BUILDING 
SPARTANBURG, S.C 


Trial of cases. Equipped to investigate and 
adjust claims. 








ILLINOIS 








DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 NoRTH LA SALLE STREET 
CHICAGO, ILL. 


TELEPHONE, STATE 7298 








ACTUARIES 
INDIANA 





NEW YORK 











HAIGHT, DAVIS and HAIGHT, Inc. 
CONSULTING ACTUARIES 
FRANK J. HAIGHT, PRESIDENT 

INDIANAPOLIS 


DENVER Des MOINES 




















CONSERVATION SPECIALISTS 


THE OTIS HANN CO., INC. 


10 So. LA SALLE STREET 
CHICAGO, ILL. 








WOODWARD, FONDILLER 
AND RYAN 
CONSULTING ACTUARIES 


75 FULTON ST. NEw YORK City 





PENNSYLVANIA 














HARRY C. MARVIN 


CONSULTING ACTUARY 





2105 NORTH MERIDIAN ST. 


INDIANAPOLIS, IND. 








F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


548 THE Bourse 
PHILADELPHIA 


BURNS & SPEAKMAN 
CERTIFIED PUBLIC ACCOUNTANTS 























M ENTION of the “ALFRED M.*BEST 

COMPANY” when dealing with the 
attorneys listed herein wil not only be 
an act of courtesy but will place the 
publishers in a position to be of serv- 
ice in case any misunderstanding or 
dispute should arise between client and 
attorney. 
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DETROIT LIFE INSURANCE COMPANY—Continued 
Age Limits 
ieretofore, applicants 45 years of age or under, will be writ- 
ten upon the non-medical plan. Applicants for non-medical life 
insurance, Who have passed the age of 10 years, will be written 
upon the new form of non-medical application blank, while appli- 
canis under 10 years of age must be written upon the juvenile 
for! 
Pian of Insurance 

Non-medical insurance may be written upon any plan of policy 
issued by the company, except the Term Plan and as heretofore, 
Double Indemnity and Disability Benefits may be included in such 
a pouey. 

Who May Write Non-Medical Insurance 

condition has been adopted insofar as new agents are 
Hereafter, no agent who has not been with the com- 
pal for at least three months will be permitted to write non- 
applications. It is required that before an agent 
can become entitled to write non-medical applications, he must 
firs’ have written a minimum of $25,000 of paid-for insurance in 
this company. Until then, an agent who has been with the com- 
pany at least three months and has written $25,000 paid-for new 
business, he must have all of his business examined by one of the 
regular medical examiners. 


A new 
concerned, 


med eal also 


EQUITABLE LIFE INSURANCE COMPANY, 
DES MOINES, IA, 
New Policies 

rhis company has just announced the adoption of a new partici- 
pating ten year term policy with disability and double indemnity 
and also its willingness to accept non-participating life income 
policies from age 10 to 14 inclusive. The ten year term policy con- 
tains the following provisions regarding the Conversion Options: 
Within the 8 year conversion period and before the policy 
anniversary nearest the insured’s 60th birthday, the contract 
without 
endowment 


may 

medical re-examination for a participating 

WITH DISABILITY, provided the pre- 
mium paying period of the converted policy is 20 years or more. 

If during the S year conversion period the insured becomes 

lly and permanently disabled and fails to change his policy 

permanent plan, the contract 

in Ordinary Life policy as of attained age at 

version period. 

‘) In case the policy 
version period 
the contract 
disabled, the 


Waived 


be exchanged 


life or poliey 


will be automatically changed 
the end of the 


is not 
and in the 


converted within the 8 year con- 

subsequent 2 years before expiry of 

the insured should become totally and permanently 

remaining premiums on the term will be 

and the monthly disability paid until the 

expiry of the term policy. 

Illustrations of the rates for the ten year term policy follow. 
Regular With 
Premium Disability 

$9.70 

10.13 

10.74 

11.70 

13.87 


policy 


income only 


With D. I. 
$11.05 
11.48 

12.00 


te 
issue life income policies without dis- 
ability at ages 10 to 14 with the privilege of converting, upon re- 
coipt of satisfacory evidence of insurability, to a life or endow- 
ment plan either as of attained age or as of original date, when 
the male attains the age of 15 and the female the age of 18. The 
life income policy with the privilege of converting to some form 
of insurance can not be issued at present in New York State since 
it has not yet been approved by that department. In Pennsyl- 
Vinia the privilege to change as of attained age only is available. 
The following schedule ‘gives the annual premiums and maturing 
Values for this policy, ages 10-14 inclusive. 
Life Income at Age 65 


company will now 


Male 
Mat. Value 
$1,157 
7.20 1,157 
47 1,158 
74 1,158 
6.08 1,159 


Female 
Mat. Value 
$1,322 
1.322 


Prem, 


s4.90 


Age Prem. 
$6.45 
6.75 
7.06 
7.39 


$12.32 





Life Income at Age 55 
$1,576 10 
1,577 11 
1,577 12 
1,578 13 
1,579 14 
Enters Maine 
The Equitable Life of Iowa has just been granted a license to 
operate in the state of Maine. The company’s agency in that state 
will be in Portland under the supervision of Le Roy B. Jordan. 


$14.70 
15.40 
16.14 
16.95 
17.78 


$1,756 
1,756 
1,756 
1,757 


1,757 


12.95 
13.61 
14.32 
15.08 


EUREKA-MARYLAND ASSURANCE CORPORATION, 
BALTIMORE, MD. 
New Endowment Policies 

This company is now prepared to issue non-participating en- 

dowment policies maturing at ages 60, 65, 70 or 75 at the following 
rates. 

End. End. 

Age at 6 at 65 at 70 

25 . $22.42 $19.78 $18.07 

20.40 18.59 

21.07 19.14 

19.70 

20.32 

20.97 

21.66 

22.39 

23.17 

23.99 

24.89 


25.82 


End. 
at 75 
$17.05 
17.50 
17.98 
18.48 
19.02 
19.58 
20.18 
20.80 
21.47 


26.82 
27.00 
29.06 
30.29 
31.63 
33.06 
34.60 
36.27 
38.09 
40.13 
42.36 
44.80 
47.47 
50.41 


60.00 


96.86 64.64 


FIDELITY MUTUAL LIFE INSURANCE COMPANY, 
PHILADELPHIA, PA. 

It is reported that several changes are being considered re; 

ing this company’s disability and double indemnity features. 

company’s limit of risk has been raised to $50,000 on disability and 


The 


double indemnity. The company will probably raise its rates in 
this connection which will be in line with the general trend of 
increased disability rates recently adopted by a number of com- 
panies. (See our editorial in this connection on page 83 of this 
issue.) 
GREAT SOUTHERN LIFE INSURANCE COMPANY, 
HOUSTON, TEX. 
Special Protection Policy 
This policy is designated to meet the needs of those who require 
a maximum amount of insurance protection during their active 
lifetime at a minimum level period. The insured pays a low pre- 
mium until the paid-up age; which varies with the age at issue 
as follows: 
Ann. Prem. to 
Continue $1,000 
Age at Which Ins. After 
Policy Becomes Age Shown 
P. U. for $500 in Col. (2) 
60 $28.42 
60 28.42 
60 28.42 
60 28.42 
62 31.62 
65 
67 41.85 
70 49.92 
When the paid-up age is reached the policy 
Continued on next page 


Issue 


becomes paid-up 
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GREAT SOUTHERN LIFE INSURANCE COMPANY—Continued 
for $500 payable at death (option 1). The insured on attaining 
the paid-up age, may, unless a claim for disability has been ad- 
mitted, continue the policy, without medical examination, for the 
full $1,000, by payment of the premiums shown above in column 
3 (option 2), 
In cases where the term of extended insurance would run 
beyond the paid-up age; the extended insurance ceases at that 
age, and any equity remaining is applied to purchase a pure en- 
dowment payable at the paid-up age. This policy may be issued 
with waiver of premium and disability annuity of $10 per month 
for each $1,000. No disability will be granted to females or im- 
paired lives. Double indemnity, subject to the usual conditions, 
will be granted. Following are rates and cash values at several 
ages. 
Special Protective Policy $1,000 
Age ‘ 25 30 35 40 45 50 
Prem. $13.87 $15.88 $18.38 22.07 $27.21 $34.86 
21 2 34 76 
59 76 98 q h 189 
15 3 103 131 164 202 2 291 
20 : 158 196 239 283 3e 37 


GUARDIAN LIFE INSURANCE COMPANY, 
NEW YORK CITY 
New Limits 
This company has just announced that the set limits of the 
company, i. e., that total retention plus automatic reinsurance 
has been materially increased, and is now $230,000. This limit can 
be extended however, by the use of facultative reinsurance, and 
on the best types of cases may reach as high as $400,000. 
Table of Limits 
The limits at various ages, on term and substandard, are as 
follows on the automatic basis. Facultatively, in most instances 
the company will double the amounts given below. 
Standard 
Male Term 
Ages Amounts 
21-45 $150,000 
46-55 130,000 


Male, Life & End 
Ages Amounts 
10-11 $5,000 
12-14 30,000 
15-18 140,000 
19-20 160,000 
21-25 200,000 
26-45 230,000 
46-50 200,000 
51-55 180,000 


Female, Life & End 
Ages Amounts 
10-11 $5,000 
12-14 30,000 
15-20 140,000 
21-55 150,000 
56-60 110,990 


Sub-Standard 
Male and Female 
Amounts Medium 
$110,000 $100,000 
21-55 115,000 100,000 65,000 50,000 
56-60 110,000 100,000 65,000 50,000 
On cases in which the amount applied for is at least $25,000 in 
excess of the Guardian’s full retention, the Disability Annuity 
and Double Indemnity benefits may be included up to a limit of 
$500 monthly or of $50,000, provided the risk is first class in every 
respect and the earned income at least double the monthly in- 
come applied for. 


Life and Endowment 
Intermediate Special 
$65,000 $50,000 


Ages 
15-20 


ILLINOIS BANKERS LIFE ASSOCIATION, 
MONMOUTH, ILL. 
Correction Notice 
On page 74 of our September 1, 1926 issue of the Life News 
we published an article referring to a petition filed by the at- 
torney general of Illinois asking for a ruling to show cause 
why the Director of Trade and Commerce should not take charge 
of the association. It is our desire to correct any false im- 
pression that may have been formed as a result of our reprinting 
that cut. The truth is that the suit mentioned above was dis- 
missed July 1, by the attorney general who expressed his confi- 
dence in the companys management. 
New Policy 
This association is now offering a Term policy with total dis- 
ability, double indemnity and triple indemnity features. The 
new form is known as the Pure Protection Policy and will be 
written in any amount from $2,000 to $25,000. It may also be 
had with the endowment at age 65 feature in amounts of $1,000 
or more. The accompanying rates give the following: 
Column 1. Pure Protection Life Step Rate Yearly Renewable 
Term with Total Disability, Double Indemnity and Triple 
Indemnity. 





Column 2. Pure Protection Life Rate only. 
Column 3. Annual Savings Deposit required to accumulate $1, 
000.00 at age 65. Note that the annual savings deposit does 
not step up, but remains constant at the rate for age at issue, 
Column 4. Pure Protection and Savings, with Special Featiires, 

Column 5. Pure Protection and Savings, without Features 

The rate in Columns 1 and 4 for the special features includes 
$2.00 a thousand for double indemnity, $1.00 a thousand for triple 
indemnity, and the premium for disability. While ordinarily 
policies will be sold either with all the Special Features, or with- 
out any of them, there may be an occasion where only one or 
two features are desired. In any such case, the rate can readily 
be figured either by adding to the “Life Only” rate in column 2, 
the double or triple indemnity premium, or by subtracting either 
or both rates from column 1, 

The rates are quoted on the basis of $1,000.00, but the Pure Pro- 
tection Policy may be written in amounts of not less than 82.- 
000.00. The Savings Policy may be written as low as $1,000.00 
These rates supersede the rates quoted on page 56 of the rate 
book. 

Annual Rates on $1000.00 
Premiums Increase Annually 
Savings Rate Does Not 
$1000 
Savings 
at 65 


Life, T.D., 
D.I& 
: i 2 


Life, T.D. 
D.1& T.1. 
& Sav. 


Life 
Only 


$11.72 $7. 
11.81 
11.93 


7 $6.60 
7 
7 
12.04 7. 
7 
Rg 


$18.32 
18.72 
19.17 
19.62 
20.12 
20.65 


$14.04 
14.44 
14.89 
15.34 
15.84 


16.37 


12.17 
12.31 


12.4 8. 
12.77 
12.91 
13.04 
13.14 


21.29 

21.9% 

9.64 22.55 
10.12 23.16 
10.64 23.78 


16.90 
17.46 
18.00 
18.57 
19.17 


13.25 
13.36 


11.19 
11.77 
12.40 
13.06 
13.77 


24.44 
25.13 


19.78 


13.66 
13.73 
13.84 
14.00 
14.15 


14.53 
15.34 
16.21 
17.15 
18.16 


14.39 
14.66 
14.96 
15.34 


15.76 


19.25 
20.43 
21.70 
23.09 
24.61 


16.18 
16.70 
17.26 
17.92 


18.66 


26.26 
28.08 
30.08 41.86 
32.30 44.4 


34.75 53. 7.72 


37.10 


39.98 


19.43 
20.32 
21.32 
22.46 


23.72 


25.04 
26.60 
28.26 
30.14 
32.16 


34.51 
37.18 
40.14 
43.40 





1, 1926 
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includes 
r triple 
dinurily 
yr with- 
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readily 
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g either 


ire l’ro- 
han $2,. 
1,000.00 
he rate 


Life 
«& 
Sav. 


$14.04 
14.44 
14.89 
15.34 
15.84 


16.37 


16.9 
17.46 
18.00 
18.57 


19.17 


19.78 
20.40 
21.06 
21.74 


22.49 


28.58 
29.99 
S151 
33.21 


35.09 


37.10 
39.98 
41.86 
44.4 
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Dis. 
Dis. 
44.21 
48.38 
52.97 
58.02 
63.52 

Dis. 
Ceases 


Only 
Only 
35.08 
37.89 
40.96 
44.31 
47.94 
5L.SS (or level rate $82.49.) 


56.10 
60.73 
65.69 
71.08 
76.89 
83.16 
89.94 
97.23 
105.06 
113.51 
Adopts Non-Medical Plan 

Except in those states whose laws restrict the writing of Non- 
Medical Insurance, the following rules will govern: 

Only regularly appointed agents are authorized to solicit busi- 
hess on this plan. 

No brokerage business or business declined by other compa- 
nies will be accepted or considered on this plan. 

The applicant must be between the ages of 15 and 45, both in- 
clusive, at Learest birthday. 

This form of application may be taken for an amount not over 
$200 on new male applicants and for not over $1000 on new female 
applicants. 

In case the applicant has passed a satisfactory medical exami- 
tation and has been issued a policy by the Association within 
the past three years, additional insurance of $5,000 may be writ- 
ten on male lives and $2,000 additional insurance may be written 
on female lives, provided the total amount including the amount 
applied for does not exceed the Association’s own retention. On 
male lives the total insurance carried by the Association is $15,- 
0 and on female lives $3,000. 

Any plan of insurance may be written. 





* 


Applications may include Disability, Double Indemnity, and 
Triple Indemnity according to the Association’s general rules gov- 
erning such benefits. 

If an additional or alternative policy is requested which brings 
the amount of insurance beyond the Association's non-medical 
limit, then a regular medical examination will be required. 

The Association reserves the right to require a medical exami- 
nation in ac: case. 

JEFFERSON STANDARD LIFE INSURANCE COMPANY, 
GREENSBORO, N. C. 
New Non-Participating Rates 

This company has made a substantial reduction in practically 
all of its non-participating premium rates, effective as of Septem- 
ber 1, 1926. There has been no change made in the annual divi- 
dend policies. The company has also issued a new non-partici- 
pating modified Half Premium Ordinary Life contract which 
provides for half premiums to age 60 for ages under 51 and for 
ten years for ages 51 to 60 inclusive. The insured on the anni- 
versary of the policy when his age is nearest sixty years or at 
the end of ten years whichever is the longer period has several 
options available. The premiums for this policy are shown be- 
low. 

Modified Half Premium 
Age 20 25 30 35 40 45 50 
$12.45 $13.66 $15.13 $16.91 $19.02 $21.69 $24.79 

The reduced non-participating rates for several policies ¢ 
rious ages follow. 

20 

P. is. 15 
E. 85 
$23.74 

24.18 

24.63 

25.10 

25.59 

26.10 

26.63 


0. L. 
Age E. 85 
25 $15.54 
26 15.94 
27 16.36 
28 16.80 
29 17.27 
30 17.76 
31 18.28 
32 18.83 
33 19.40 


oO. L. 
P. Lh. *85 
$28.41 $24.23 
28.93 24.77 
29.47 25.33 
30.02 25.93 
30.60 26.57 
31.21 27.24 
31.84 27.96 
27.18 32.49 28.72 
27.76 33.17 29.52 
Continued on next page 
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JEFFERSON STANDARD LIFE 
Continued 
28.36 33.89 
28.98 34.62 
35.43 
36.29 
37.18 
38.10 
39.07 
40.08 
41.14 
42.25 
43.42 
44.63 45.71 
45.91 46.40 
7.27 8.96 47.17 
48.68 48.02 
50.19 48.96 
51.76 49.85 


INSURANCE COMPANY— 


20.01 30.38 41.09 
41.36 
41.65 
41.97 
42.3 

42.67 
43.07 
43.50 
43.98 
44.50 
45.08 


36.11 
37.86 
*2 joint lives equal ages. 
LA FAYETTE LIFE INSURANCE COMPANY, 
LA FAYETTE, INDIANA 
New Dividend Scale 
dividend schedule, effective 
the new dividends are considerably 
the the 


This 
show 
paid 


company’s 
that 
under 


new September 1, 
higher than those 
Illustrations of new follow. 


old scale. scale 


Cash Dividends per $1,000 Insurance Effective September Ist, 1926 
Age at Issue 20 25 30 3D 40 15 5O 55 60 
2nd Policy Year 
oO. L. $3.90 
20 Pay 5.77 
20 End. 4.27 
3rd Policy Year 
O. L. 3.97 
20 Pay 

20 End. 

Sth Policy 
O. L. 

20 Pay 

20 End. 
10th Policy 
O. L. 

20 Pay 

20 End. 
15th Policy 
oO. L. 

20 Pay 

20 End. 
20th Policy 
Oo. L. 

20 Pay 

20 End. 


$4.15 
5.92 


4.50 


34.44 
6.08 


$5.98 $6.69 $7.70 
7.12 65 


6.40 


$9.69 
6.85 8.92 
4.78 6.01 
4.25 4.56 
6.12 6.32 


£.95 5.21 


6.20 3.99 
7.1600 7.51 
6.48 


5.95 

4.70 
Year 
4.15 


0.66 


8.97 
4.47 
6.57 7.86 


5.84 3D oo 


6.69 11.82 

: 11.15 
5.60 10.50 
Year 
4.64 
7.46 
8.23 
Year 


5.26 


5.11 5.68 be 7 .06 
7.85 8.3 aS 9.3: S82 
S.4S8 


15.49 
14.93 
10.70 14.32 
5.91 
9.43 
11.71 


6.62 J 
10.03 66 11.37 
12.00 2.¢ 12.64 


2.11 
13.74 15.7 
14.09 15. 


19.00 
18.21 
17.48 


S85 
11.44 

Year 

6.03 
10.55 


15.37 


6.80 
11.28 
15.60 


9.98 12. 
13.92 
16.44 16.7 


7.59 
12.00 12.86 
15.86 16.14 


14.87 
16.62 
17.08 


18.12 
18.06 


17.36 


22.09 
19.56 


MANHATTAN LIFE INSURANCE 
NEW YORK CITY 
New Appointments 

just established a branch 

New York City. The 

Broadway is in charge of L. D. Simonson. The general 

are: H. L. Monteith, 152 West 42nd street; 

G. A. McCollum, Broadway and 75rd street; Ranniand Rosenman 

Organization, 391 E. 149th and J. H. Sacken, 50 Pine 

street. 


COMPANY, 


This 
general 
at 66 


agents 


company has and four 


office located 


office 
agencies in branch 


contracts 


street 


MISSOURI STATE LIFE INSURANICE 
ST. LOUIS, MO. 

Revised Rules for Salary Savings 

This company has recently revised its rules for the issuance of 
Salary Savings insurance. The rules are, briefly as follows: 

Rules 

1. A minimum of $10.00 total monthly premiums, irrespective 
of the number of lives to be insured, is required to put the plan 
in operation. 


COMPANY, 


2. $1,000 is the minimum amount of insurance to be issued un 
der any one policy. 

3. Policies will be 
ance ages 15 to 55. 

4. Male Lives. 
is $5,000. 


issued on the Non-Medical basis at insur- 


The Maximum 
Where ten or more 


amount on 
lives are 


the Non-Medical 


basis insured, the maxi- 


mum on any one life may be increased to one-fourth of the totg 
insurance issued under the franchise, in no case to exceed $10,0% 

5. Female Lives. The maximum amount without 
amination on female lives is $2,500. 

6. The amount applied for together with the amount previously 
issued on the same life by this Company, must not 
regular limits of retention. 

7. All questions in the Non-Medical 
and plainly asked by the agent and 
tained and faithfully recorded. 

8. The Company reserves the right to 
amination in any case. 


medic:l ey 


exceeu our 


form must be 
satisfactory 


eare full 
answers o| 


require a medica! ey. 


NEW YORK LIFE INSURANCE COMPANY, 
NEW YORK CITY 
Elections to the Official Staff 

The board of directors of this company at their meeting Se 
tember Sth authorized 
of the company. 

Arthur Hunter as 
York Life in 1898, and in 1904 was made an actuary of the 
pany; in 1918, chief actuary. He was the President of the <A 
tuarial Society of America in 1916-18, is a member of sever! 
tuarial bodies, and has been chairman of committees which lay 
made many contributions to actuarial and medical science. lDur 
ing the World War he was the principal Actuarial Adviser « 
United States Government, being Chairman of the Bureau of W 
Risk Insurance, During that time he was also Chairman o 
National Insurance Committee of the Red His sci 
contributions to his profession are probably 
those of any other living actuary. 

Wilbur H. Pierson as third vice-president. Every agent in t 
New York Life either knows him personally or by reputation 
His entire business life has been spent in the service of Nyli 
i884 he came as a youngster to the Actuarial Department and later 
became Superintendent of that Department. From 1911 to 19 
he was Assistant Secretary and since 1920 he has held the tit 
Secretary. 

Charles H. Langmuir as 
needs no introduction to the 
1875, he lived in Brooklyn until he was 18. 
in the New York Life service, was transferred to the 
as Director of for Europe. Young Langmuir accon 
panied his father and worked as a clerk in the Paris Office near 
five years; in the London Office nearly three returne: 
New York as Cashier; afterward Instructor in Broadway Briancl 
in March, 1905, Agency Director, Columbus Circle Branch, New 
York City; in March, 1907, transferred to the Los Angeles bi 
as Agency Director, and in June, 1918, promoted to 
In 1920 he came to the Home Office as Assistant 
of Agencies and in 1925 became Superintendent of 


the following elections to the official stag 


third vice president. He came to the Ney 


Cross. 


more numerous t! 


third vice-president is 
Field. Born in Nyack, 


another wl 
New Yor 

His father, then long 
Paris (thi 


Agencies 


years, 


Supervisor 
Superinten«de 
Agencies, Mr 
Langmuir’s experience has been exceptional and manysided 

Griffin M. third vice-president. He began in th 
service of Nylic in 1908 when he left the position of Instructor i 
the High School at Louisville, Kentucky, to become an Instructor 
and Agent at Nashville, Branch Office. From 141 
1007 he held the position of Agency Director in one of the Bran 
Offices in Paris, France. He then 
ent of Agencies for the Connecticut Mutual Life Insurance 
pany but was appointed to the position of Superintendet 
of Agencies of that Company, which position he held until 191 
Since that date he has been active in training life insurance 
for their field work, first with the Carnegie Institute 
at New York University. He is well known throughout th 
country for his educational work as well as for his ability as : 
writer, being the author of several life books 
have had wide circulation. 

Walton P. Kingsley as secretary. He was graduated from th 
University of Vermont in 1910. He entered the banking business 
in New York City but in 1912 came to the Municipal Bond De 
partment of the New York Life and later became Manager of the 
Department of Residential Loans. From 1917 to 1919 he 
in the U. S. Army. On his return, he entered the Death Claims 
Department. In 1920 he was made Superintendent of the De 
partment of Trust Agreements and the same year was promoted 
to Assistant Treasurer. In 1923 he was transferred to the Kea 
Estate and Mortgage Loan Department with a change in title t 
Assistant Secretary. The growth and increased responsibilities i? 
that Department requiring another Executive Officer, the Board 0! 
Directors have elected Mr. Kingsley Secretary. 
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OREGON LIFE INSURANCE COMPANY, 
PORTLAND, OREGON 
This company has announced the completion of its new home 
office building at Eleventh and Alder Streets, Portland. 


PRUDENTIAL INSURANCE COMPANY, 
. NEWARK, N. J. 

Rates for D. I. 90-Days Provision 
4 of the August issue of this paper we illustrated in 
detail the provisions of the Prudentials disability income clause 
containing the “ninety days provisions.” We are now in receipt 
of the rates for this benefit, which are outlined below together 
with the regular straight rates which, however, include the old 
form of disability benefits (waiver of premium and payment of 
ance installments). 


On page 


insu 
Ordinary Life 
Age 25 30 35 40 
p. |. (0) $20.02 7S $26.39 $31.14 $37. 
Regular 18.28 20.80 2409 28.44 
20 Payment Life 
$28.72 $3151 $34.96 $39.29 
26.48 2911 32.36 36.45 
20 Year Endowment 
F4AT.AS $48.62 $51.05 
146 46.42 $7.97 


rp. T. (oO) 
Regular 


D. (90) 
tegular 


$46.24 
44.54 


$54.06 
50.58 


$59.11 
55.01 
PUBLIC LIFE INSURANCE 
CHICAGO, ILLINOIS 
of Ernst and Ernst, auditors, 

an examination of the books of account and records of this 
company as of November 13, 1925. Upon perusal of the auditors 
report we find that the examiners call attention to a very serious 
situation with regard to the financial condition of the company, 
namely the large increase in the capital stock impairment as of 
November 13, 1925. The increase from December 31, 1924 to No- 
vember 13, 1925 compared with the report to the state depart- 
ment of insurance on the former date amounts to approximately 
$145,000. The financial statement prepared by 

the deficit account as $247,606.27. This item, 
mitted which amount to $40,287.46, 
pairment, as of November 13, 1925, 


STANDARD LIFE INSURANCE COMPANY, 
PITTSBURGH, PA, 


COMPANY, 


The firm 
pleted 


of Chicago have com- 


the auditors shows 

plus the non-ad- 
leaves the total im- 
at $287,893.73. 


assets 


Juvenile Insurance 
has just announced that it is now prepared to 
life insurance on the lives of children at all ages. 
The amount of the insurance granted on the life of a child is 
S10 00 or more. 


This company 
write 


Full benefit is reached at age 5, regardless of age when policy is 

On the basis of $1,000.00 of insurance, the benefit will be; 
at age one day to 6 months; $200.00 at age 1 year nearest 
birthday ; $400.00 at 2 years; $600.00 at age 3 years; $800.00 at age 
and $1000.00 at age 5 years or over. 

Kinds of policies are the adult favorites, Ordinary Life and 20 
Payment Life. Also, Endowments for educational purposes matur- 
ing at specified School and the regular 20, 25 and 30 year 
Endowment Policies. 

Cash, loan, and paid-up values begin the third year in these 


issued, 


S100.00 


} years: 


ages: 
ages; 





policies just the same as is granted in the adult forms. 

Premium deposits may be made on the Yearly, Semi-Annual, or 
Quarterly basis. Notices for premiunis due are sent by mail. The 
customary courtesy of thirty-one day’s grace in the payment of 
premiums is extended after the first policy year. 

Control of policy is vested in the parent until the child attains 
legal age. 

Disability or Death of Parent. For a small extra charge, 
parent is in good physical condition, a rider will be attached to 
the policy, providing that if the parent meets with untimely death, 
or becomes totally and permanently disabled, the Company 
make all future premium deposits. The benefits will 
exactly the same as if payments were being made by 


if the 


will 
continue 
the parent. 
UNION MUTUAL LIFE COMPANY, 
DES MOINS, IOWA 
New Company 
History 
This company was incorporated under the laws of Iowa, Febru- 
ary 27, 1926, as a mutual legal reserve life insurance company and 
was licensed as of July 1, 1926. 
Management and Reputation 
This company is the companion company of the 
Casualty Company with identically the same office 
sonnel affiliated with it. 
Kinds of Insurance Written 
The company writes participating insurance only. 
Forms of Policies Issued 
It proposes to write for the present the 
ment life and endowment at 65 forms. In addition, a 
tract has been evolved, which affords term insurance 
expectancy of the insured. 


Mutual 
field per 


Union 
and 


ordinary life, 20 pay 
new con- 


over the life 


Officers 
President and general manager, Wm. 
and secretary, C. G. Schulz; 


Schulz, Jr.; 
treasurer, H. R. Schulz. 
Directors 

Hans, G. E.; Schulz, C. G.; 


vice-president 


Gray, H. D., 
Schulz, W. 


M.D.; Schulz, H. R.: 
Form of Valuation 
American Experience, 344%; Illinois Standard. 
WESTERN UNION LIFE INSURANCE COMPANY, 
SPOKANE, WASH. 
Report of Examination 

This is the regular annual examination required by 
surance Code of Washington. The report as of December 31, 1925 
is dated July 3, 1926 and is favorable. Certain items in the 
statement prepared by the examiners differ in amounts from those 
shown in the statements filed by the company with the various 
departments. The net effect of the changes results in a small 
reduction in the surplus of the company. The following are ex- 
tracts from the examiners report and also extracts taken 
Best’s Reports, as of December 31, 1925. 

Be sted 
$10,163,083 Admitted Assets 

pons cy Net 

200,000 

$25,489 

2,606,190 

1,471,018 


the In- 


from 


Examiners 
$10,160,817 
$8,251,808 
200,000 
819,223 
2,606,452 
1,471,275 


Reserve 
Capital 
Surplus 
Income 

Disbursements 
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BEST’S INSURANCE NEWS 


Best's Insurance News is a national publication devoted to the protection of insurance 
buyers, which has been published monthly since 1899 giving the credit and financial news 
of the insurance world and consists of three separate and complete editions, each reaching 
and specializing in its particular field, namely: 


FIRE & MARINE 


CASUALTY, SURETY & MISCELLANEOUS 
LIFE 


It is read by the executives of practically every insurance company doing business, 
besides thousands of insurance agents, brokers, banks, trust companies and large mercantile 
concerns. It is the only insurance publication that is national in scope and read by all 
classes of insurance companies, whether stock, mutual, reciprocal, Lloyds or inter-insurance 
exchanges. 


Continuing a policy established by the Alfred M. Best Company, Inc., in 1899, adver- 
tisements are not accepted from insurance companies or associations. 


Rates for Quantity Orders 
(Including Wrappers) 


1 to 100 - - - 30c per copy 
200 - - - - - $50.00 
300 - - - - : 65.00 
400 - - : 80.00 
500 95.00 

1000 160.00 

2000 275.00 

3000 360.00 

4000 - - - - - 440.00 

5000 - - - - - 475.00 


[Prices quoted on larger orders upon request] 


The above prices are effective only when order is received within 20 days after publi- 
cation date of the particular edition desired. This limitation in necessary by reason of the 
type being broken up 20 days after publication date- 


The monthly publication dates of the three editions, are: 
Life Editions - - - . - - - - Ist of each month 
Casualty, Surety & Miscellaneous Edition - 10th of each month 
Fire & Marine Edition’ - - - - - 20th of each month 

















AN ADVERTISING 
OPPORTUNITY! 





Ze he 
L $100 PER MONTH J 





This cover space offers an excellent opportunity for a progress- 
ive concern to place their services or products forcibly before 


our readers, who constitute :— 
The Executives of all classes of Life 
Insurance Companies. 
Life Insurance Agents and Brokers 
Banks and Trust Companies 


Mercantile and Business Concerns 


This space may be contracted for an entire year at an annual 
cost of $950.00 


Wire for Space Reservation 


ALFRED M. BEST COMPANY, INc. 


Home Office 
Best Building, 75 Fulton Street, New York, N. Y. 


NOTE : Continuing our established policy, advertisements will 
not be accepted from Insurance Companies or Associations. 





